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FOR WORKERS: Bank credit can be arranged at the plant (See page 31) 


This Month: 


ON-THE-JOB SMALL LOAN PLAN by Alexander Gunther 
MILWAUKEE PROJECT IN ARITHMETIC INSTRUCTION by H. J. Boone 


WHY WE LIKE FARM EQUIPMENT PAPER by Fred A. Bloodworth 
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The sun’s rays, falling on the Bell Solar Battery, provide the only source of power needed to turn this disc. Note 
the small size of battery (in circle). Simple and efficient. Made with wafer-thin strips of specially prepared silicon. A 
Bell Solar Battery covering a square yard of surface will deliver enough power to light an ordinary reading lamp. 


New Bell Solar Battery Converts 
Sun’s Rays Into Electricity 


Bell Telephone Laboratories 
demonstrate new device for using 
power from the sun 


One of mankind’s most cherished 
dreams has been to use the almost 
limitless energy of the sun. 


A significant advance toward this 
age-old goal has been realized at 
Bell Telephone Laboratories with the 
discovery of a way to convert energy 
from the sun directly and efficiently 
into usable amounts of electricity. 


The amazingly simple device, made 
from an ingredient of common sand, 
is called the Bell Solar Battery. 
It should theoretically last indefi- 
nitely, since nothing is consumed and 
there are no moving parts. 


Though much development re- 
mains to be done, it offers possibilities 
beyond the telephone business for 
which it was invented. Here is a 
glimpse of distant horizons. 


Even at its birth, the Bell Solar 
Battery gets enough energy from 


BELL TELEPHONE SYSTEM 


the sun to turn a wheel, operate 
a low-power radio transmitter and 
transmit voices over the telephone. 


Its use with transistors (also invent- 
ed at Bell Laboratories) offers great 
opportunities for improvements and 
economies in telephone service. 


For that is the aim of all telephone 
research. Once again the pure re- 
search and advanced techniques of 
Bell Laboratories chart the way for 
better and better telephone service 
for more and more people. 
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TRENDS IN FINANCE 








The Analysts Convene 


There was a four-day period of in- 
quisition last month in Chicago, as over 
700 financial analysts gathered for an 
impressive working convention in which 
the executive “top brass” of some top- 
flight companies underwent intensive 
grillings. 

“They’re very inquisitive in an intelli- 
gent way,” is how a corporate official 
described the analysts after he had par- 
ticipated in one of the management forum 
sessions. 

The occasion was the seventh annual 
convention of the National Federation 
of Financial Analysts Societies, which is 
rapidly becoming a highly prominent and 
influential trade group. 

Top-flight talent. One evidence of this 
is seen in the caliber of the convention 
program, which included active partici- 
pation of the top executive echelon from 
such firms as Standard Oil Company of 
Indiana, Sears, Roebuck & Company, 
Jewel Tea Company, Inc., International 
Minerals & Chemical Corporation, and 
others. These management groups dis- 
cussed company policies relating to sales, 
personnel, profits, etc., and answered a 
barrage of questions. 

The analysts also sallied out on field 
trips, poking into shops and laboratories 
to gather facts at first-hand. One group 
rode on a flat car to inspect modern 
freight-handling systems. Others, jour- 
neying to Peoria, witnessed the premier 
showing of a 25-ton monster tractor— 
said to be the world’s largest—at Cater- 
pillar Tractor Company. Still others 
inspected such companies as Western 
Electric, Motorola, Inland Steel, Inter- 
national Harvester, Armour & Company, 
Commonwealth Edison, and similar lead- 
ing enterprises in the Chicago area. In 
each instance, the trips were followed by 
on-the-spot management conferences with 
top officials. 

Importance grows. Cooperation of this 
kind from big-name industry indicates 
the importance it attaches to the recom- 
mendations of financial analysts, in in- 
fluencing the flow of billions of dollars 
of investment money. Increasingly, busi- 
ness firms are coming to recognize the 
benefits that accrue from having their 
securities well and favorably known, and 
they see in the analyst a vital channel 
of communication. 

The tremendous growth of mutual in- 
vestment funds, pension and retirement 
trusts, and other institutional portfolios 
have also helped to bring the financial 
nalyst “into his own.” It has created an 
inprecedented demand for competent 
alent in this field. 

Projects ahead. There are now 4,300 
analysts in the National Federation, 
which embraces 16 local societies 
hroughout the United States and Can- 
da. 

One project being studied by the fast- 

rowing organization is the setting up 
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Top management officers from Sears, Roebuck discuss company policies 


Meeting of financial analysts attracts big-name industry 


of some tests or qualifications for mem- 
bership, as a means of giving the ana- 
lysts a professional status. The idea in- 
cludes the issuing of certificates to those 
who measure up to the necessary stand- 
ards. 

Another sign that the group is matur- 
ing organization-wise is the fact that it 
is seriously considering the desirability 
of a central office with a full-time execu- 
tive secretary. 

New president of the National Federa- 
tion is W. Dutton Morehouse, of Brown 
Brothers Harriman & Co., Chicago. Ex- 
ecutive vice-president is Shelby Cullom 
Davis, of Shelby Cullom Davis & Co., 
New York City. 


e e e 


Uniform Commercial Code 


“A great cloud is forming in the skies 
of business law. It could be bringing a 
refreshing rain or a storm of confusion, 
or it might pass on and out to sea.” 

It was with this prophetic weather eye 
that The Ohio Banker took a look at the 
Uniform Commercial Code, which is fi- 
nally beginning to stir some widening 
interest in financial circles as its scope 
and significance is becoming better real- 
ized. 

The long-range objective of the Code 
is to provide in each of the 48 states a 
uniform statute covering most of the law 
relating to commercial transactions. 

Restates and replaces. Probably of 
greatest concern to financial institutions 
are the drastic changes in procedures 
the code would make in secured trans- 
actions, involving accounts receivable, 
chattel mortgages, trust receipts, factors’ 
liens, etc. It would also restate and re- 
place the current law on the subject of 
sales, negotiable instruments, bank de- 
posits and collections, letters of credit, 
warehouse receipts, bills of lading, and 
investment securities. 

Passage of the Code in any state would 


result in the repeal of a large portion of 
the tested statutory law and the estab- 
lished case law relating to the foregoing 
subjects. It has been estimated that the 
Code covers nine-tenths of the commer- 
cial law and about one-fifth of all civil 
law. Obviously, it would drastically af- 
fect the operations of finance companies, 
factors, surety companies, field ware- 
housing firms, etc., along with banks. 

No unanimity. Study of the proposed 
legislation by banking committees and 
other groups has produced varying 
shades of opinion. Currently, there’s little 
unanimity among financial ranks on the 
subject. 

In pioneering Pennsylvania, first state 
to adopt the Code, the general viewpoint 
appears to be that while some provisions 
of the new enactment may be less than 
favorable to financial institutions, ‘‘on 
balance” the Code represents a progres- 
sive step forward. It becomes effective 
there on July 1. 

Elsewhere, particularly in New York 
State, there is considerable sentiment in 
opposition, with many bankers criticiz- 
ing specific sections of the Code and also 
fearful of the chaos resulting from such 
a wholesale change in procedurcs. 

A.B.A. admonition. The current official 
stand of the American Bankers Associa- 
tion on the subject seems to be: “Let’s 
make haste slowly on this.” A committee 
studying the Code since last September 
has recommended that, because of its 
tremendous scope and potential impact 
on banks, the legislation should not be 
considered for enactment in any state 
until official legislative commissions in 
such states as Connecticut, New York 
and Texas have completed their studies 
on it and appropriate changes have been 
made in the light of experience in Penn- 
sylvania. 

A special commission in Massachusetts 
has already recommended that the Code 
be adopted there, with a number of sug- 
gested changes. In California, a group 
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of bankers in conjunction with lawyers 
is making a thorough study, using a case 
method of applying the provisions to 
actual bank operations and transactions 
in that state. A special committee of the 
Ohio Bankers Association has likewise 
been examining the Code in detail for 
many months, in order to be prepared 
for legislative hearings. 

Sources of information. Anyone who 
wishes to make a detailed and compre- 
hensive study of the entire Code needs 
the Official Draft, Text and Comments 
Edition, 1952, prepared jointly by the 
Commissioners on Uniform State Laws 
and the American Law Institute, and 
available from the West Publishing Com- 
pany, St. Paul, Minnesota. The latter 


has also published the official text of the 
Code as enacted in Pennsylvania, em- 
bodying some changes over the initial 
1952 edition. 

Strongly recommended as “must” read- 
ing for those desiring a well-rounded 
practical understanding of how the Code 
will affect financial transactions is the 
new non-technical book, “Pennsylvania 
Banks and the Uniform Commercial 
Code,” published by the Pennsylvania 
Bankers Association. It interprets the 
legalistic language of the Code, explains 
to what extent. the statute necessitates 
changes in bank operations, and tells 
what banks should do to take full ad- 
vantage of the flexible: commercial prac- 
tices the Code makes possible. 








Abdul’s market 
came looking for HIM 


All Abdul had to do was wait for the caravans to come in, and he was 
in business selling blankets, trinkets, and other assorted products of the 
Middle East. But, today, when it comes to foreign trade you have to know 
something about the market, the trends, and conditions. That’s why business- 
men and bankers in many countries get complete information from Imperial 
Bank of Canada when they are considering opportunities in Canada. Write 
on your business letterhead to the Superintendent of Foreign Business, 
Imperial Bank of Canada, Head Office, Toronto, Ontario, Canada, and request 
your copy of “Industrial Opportunity in Canada”. 


IMPERIAL 


the bank that sewice built * 
IMPERIAL BANK OF CANADA 
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Legal language interpreted 


“Security interest.”” Of special interest 
in this 210-page book is the section deal- 
ing with secured loans, where the Code 
departs most abruptly from established 
practice, and introduces a concept of 
“security interest” in lieu of the tradi- 
tional “lien” on pledged property or col- 
lateral. 

Also likely to be of foremost practical 
assistance is a chapter listing general 
questions a banker should ask himself in 
handling all types of loan transactiuns, 
and a similar check list of specialized 
questions pertaining to certain particular 
types of loans under the Code. The chap- 
ter also contains a filing chart, listing 
different kinds of loan collateral, noting 
in each instance whether or not under 
the Code a financing statement should 
be filed, and if so, the correct place of 
filing. 

The Code will require revision of some 


One of explanatory series 


Uniform Code Bulletin #3-May 7, 1954 


TO The Executive Officer of 
The Member Bank Addressed: 


SMALL BUSINESS LOANS AND 
INSTALLMENT CONSUMER CREDIT 
SEEN HIT BY COMMERCIAL CODE 


* Many aspects of the proposed Uniform Commercial Code have been com- 
mended by banking and business spokesmen, but analysis of the Code's Article 
9 raises questions regarding the ready availability of future loans to smaii 
business and installment consumer credit. The ten-section Code, as describ- 
ed in previous bulletins, represents an to establish one common sta- 
tute on business procedures in all the states and territories, 


Tt is agreed that the Uniform Conditional Sales Act, whick the Code's Arti- 
cal 9 on secured transactions would repeal and replace, has considerable room 
for improvement. Im fact, it has been said that the field of transactions secur- 
ed by lien on personal property, alone, is more im need of complete revision 
by uniform legisiation than any other field covered by the Code. But these cri- 
tics are equally emphatic in asserting that whatever clarification might be con- 
tained in Article 8 is more than Ukely to be obscured by the new language, de- 
finitions and provisions extensively introduced in the Code. 





These views represent a capsule criticism not only of Article 9 but of most 
other sections contained in the Code, as expressed by the majority of spokes- 
men appearing thus far in hearings before the Law Revision Commission, to 
which the proposed statute has been referred by Governor Dewey on the recom- 
mendation of the New York State Bar Association and other interested parties. 


Shortcomings in present law, it is generally held, might best be corrected 
by retaining as much as possible of the statutes which have been known so long 
and so widely, and which have such a long history of judicial interpretation, 
According to.prevailing opinion, those court interpretations in conflict could be 
reconciled in a revision of the present statutes. Revisionof this type could go 
a long way toward the uniformity sought. 


As in previous bulletins on the Code, no attempt is made here to explore 
the legal technicalities involved or likely to be involved. 


(Cent.) 
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\. YES, ART, WE BUY AND SELL OUR 
GOVERNMENT BONDS THROUGH BANKERS TRUST 
IN NEW YORK. BECAUSE THEYRE A 
PRIMARY DEALER AlL PRICES ARE 
NET, AND THEIR OVER-ALL ADVICE 

ON OUR ACCOUNT HAS BEEN 
VERY HELPFUL...” 
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. | When you buy Governments from Bankers Trust—you deal direct 
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id As a primary dealer in U. S. Gov- Moreover, this service isrendered pared to answer your questions 
of / : , 
5; ernment bonds, notes, certificates, to our Customers at the lowest pos- regarding this segment of your 
ne fy . —— . 4 
and discount bills, we maintain az sible cost—all prices are net. portfolio. 
j inventory of these securities in our We are glad to work with you on For full information on how this 
: Trading Department. your bond account, advise you on service can benefit your bank, write 


the arrangement of maturities,and Bond Department, Bankers Trust 
suggest switches from one issue to Company, 16 Wall Street, New 
another as market movements pro- York 15, N. Y. Telephone REctor 
vide favorable opportunities. 2-8900 when we can be of assis- 

In addition, our Bond Depart- tance. Our teletype numbers are 
mation of orders can mean an_ ment is a leading dealer in State NY 1-3333 for Governments and 


important saving for your bank. and municipal issues. We are pre- NY 1-850 for State and Municipals, 


This means that your orders 
placed with us are executed with- 


out delay — no red tape or outside 


telephone calls. Immediate confir- 


BOND DEPARTMENT 


BANKERS TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 
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forms and the development of some new 
ones. The Pennsylvania manual contains 
an appendix which reproduces more than 
a dozen model forms of some of the more 
important security agreements and fi- 
nancing statements. 

In wide demand. Copies of the book, 
at $5 each, may be obtained from the 
Pennsylvania Bankers Association, Box 
152, Harrisburg, Pennsylvania. Even be- 
fore the book was released for distribu- 
tion, more than 4,000 copies were ordered 
from the P.B.A., not only from financial 
institutions throughout the country, but 
also from lawyers, accountants, schools, 
retail stores, and many others. 


Information Bulletins. The New York 
State Bankers Association is issuing a 
series of Information Bullctins on the 
Code, to acquaint members with its most 
important aspects in short “doses.” 

One bulletin cites major points of vari- 
ance between proponents and opponents 
of the Code, and declares that opinions 
so far voiced at state commission hear- 
ings are preponderantly to the effect that 
existing statutes on commercial law 
should be refined by amendment, not by 
repeal and replacement. 

The latest N.Y.S.B.A. bulletin takes 
a close and somewhat critical look at 
Article 9 of the Code and its complete 
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BANK of LONDON & SOUTH AMERICA 


CFD LIMITED CN 


92 Years... 64 Branches 


in South and Central America, England, 






France, Portugal and Spain 


Complete International Banking Service 








CRIME DOESNT PAY... 
BUT YOU MAY! 


Does your bank carry sufficient protec- 


tion against embezzlement and other acts of 
employee dishonesty? Have you brought 


your coverage at least to the minimum 
recommended by the American Bankers 
Association to meet today’s requirements? 


We invite you to look into the new 


low-cost excess coverage. No obligation, 
of course. 





on HARTFORD GROUP 


52 WOODLAND STREET 
HARTFORD 15, CONN, 


The Phoenix Ins. Co. 

The Connecticut Fire Ins. Co. 
Equitable Fire & Marine Ins. Co. 
Minneapolis Fire & Marine Ins. Co, 
The Central States Fire Ins. Co. 
Atlantic Fire Ins. Co. 

Great Eastern Fire Ins. Co. 

Reliance Ins. Co. of Canada 
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new set of rules for secured lending. It 
presents specific examples of transac- 
tions in which provisions of the Code 
would “obstruct” bank operations. 

“This Association,” says the bulletin, 
“believes that a policy of qualified oppo- 
sition is indicated. On the basis of the 
findings of its own legislative commit- 
tee and that of a subcommittee of the 
New York Clearing House Association, 
it has been unable to recognize any in- 
dication of compelling haste for adoption 
of the Code.” 

One point agreed. About the only state- 
ment about the Code on which there is 
complete agreement is that it would pro- 
foundly affect the operation of individual 
banks, since they are the focal point of 
virtually every type of business trans- 
action. 

Thus the need for banking’s closest 
attention to legislative hearings and 
other Code developments. 


e ° * 


Reluctant Time Buyers 


Although the volume of consumer in- 
stalment debt hit its all-time peak last 
December, the volume of new lending 
has been falling since March of 1953. 

This paradox is explained by the 
arithmetic of consumer credit volume. 
The amount of business any consumer 
lender has on his books at, the end of 
the month is determined by the amount 
with which he started the month, the 
volume of new credit extended, and the 
amount of repayments received (charge- 
offs and recoveries modify this general 
rule only slightly). In 1952 and 1953 
when consumer debt was increasing 
rapidly, the volume of new loans made 
was materially greater than the level of 
repayments at that time. But new loans 
mean new repayments; repayments were 
steadily increasing during this period. 
The volume of new instalment credit ex- 
tended in March 1953 was about 400 
million dollars greater than repayments. 
Thereafter the volume of new credit ex- 
tended declined steadily, but for the 
next nine months it continued to be 
higher than the volume of repayments. 

Thus the volume of credit outstand- 
ing continued to increase, though more 
slowly. But since the end of 1953 new 
loans have been below the level of re- 
payments even when allowance is made 
for seasonal factors; thus the amount 
outstanding has also been declining. The 
picture of new loans and repayments, 
adjusted for seasonal influences, is 
shown in the chart on page 8. 

Buying “on time” drops. The chief 
reason for the drop in new instalment 
credit extended is found in less credit 
on automobiles and other consumer du- 
rable goods. Both are running at a rate 
about one-fifth lower than last year. Au- 
tomobiles seem to be showing some im- 
provement this spring but the amount 
is less than is normally expected at this 
season of the year. Small appliance in- 
stalment sales seem to be hit even worse. 
The only exception to this general pic- 
ture is in the volume of repair and mod- 
ernization loans; these credits have he!d 
up to last year’s levels or slightly better. 

Personal cash loans. Although buying 
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STANDARD OIL 


THE BUSINESS OF FINDING, refin- 
ing and bringing to market the 
world’s oil is a big and continuing 
job—one in which Standard Oil 
Company (New Jersey), among 
many others, plays a significant part. 

How this job is done affects Amer- 
ica in many ways—and is therefore 
important to every American. Our 
Annual Report for 1953, recently 
mailed to the 284,000 shareholders 
who own this company, tells about 
our part in this job, and some of its 
high lights may interest you. 

* * * 


Today, when many thoughtful 
people are wondering about the eco- 
nomie future, we’re glad to say that 
things look good to us. As far as we 
can see from the evidence available, 
the economy of the free world is 


stronger now than at any time since 
World War II. 


But more important than hopeful 
words are positive actions. 


Since 1946 Standard Oil Com- 
pany (New Jersey) and its affiliated 
companies have spent nearly 4 bil- 
lion dollars on new facilities to help 
supply the oil needs of free people... 
a 4-billion-dollar vote of confidence 


in the future. This year we intend to 
invest even more than the 500 mil- 
lion dollars we spent last year. 

The result? Continuously increas- 
ing reserves of oil in the ground. 
Modern equipment. More efficient 
operations. New and better products. 

Our customers used more oil in 
1953 than ever before, which meant 
that people lived better, that indus- 
try was more active, that the free 
world’s economy prospered. 

We took in more money, and paid 
out more wages and salaries to em- 
ployees, more taxes to governments, 
more dividends to shareholders than 
in any previous year. 

Esso research made great strides 
...outstanding gasolines and lubri- 
cants were among the results of 
dynamic progress in this field. 

* * * 
These activities—these investments 
made to get people the oil they need 
—are vital factors in our nation’s 
economy, for they directly affect 
thousands of businesses and individ- 
uals. And everybody benefits. 

This is a continuing process. It 
has been our job for 72 years. It will 
continue to be our job. 


IF YOU'D BE INTERESTED in receiving a copy of our 1953 Annual Report, 
write Standard Oil Company (New Jersey), Room 1626, 


30 Rockefeller Plaza, New York 20, N. Y. 


COMPANY (NEW JERSEY) 


and affiliated companies 








on time is suffering a period of curtailed 
business, the volume of cash instalment 
loans has been well maintained. New 
credits exceed both the current volume 
of repayments and also the amount of 
new loans made last year at the same 
time. In other words, the small loan 
business is holding up much better than 
sales finance business. The fact that cash 
loan repayments have held relatively 
steady, as shown on the chart, while the 


volume of credit outstanding has in- 
creased moderately suggests that lend- 
ers are granting slightly longer terms 
than was true last year. An alternative 
explanation would be a drop in the vol- 
ume of prepayments and an increase in 
the frequency of loan delinquencies. 
Who is holding back? Some reports 
from trade channels suggest that con- 
sumers are buying on time with more 
caution. Other comments suggest that 





THERES NOTHING LIKE 
Smith-Tailored Ads For Banks 


They're conceived and written for you . .. on any service, 
with any slant . . . type-set for you . . . delivered complete, 
with bank signature, ready for paper. They're tailor-made, not 


ready-made. 


They're for the banker who wants his ads to outshine com- 
petition . . . expects them to interpret his ideas and aims... 
insists on close-working agency arrangement that brings results. 


Cost more and worth it. Striking visuals and full story on 


request. 


C. A. SMITH 


& COMPANY 


BANK ADVERTISING COUNSEL SINCE 1934 


WESTPORT 


CONNECTICUT 











NEW ZEALAND 


Over the past 88 years THE 
COMMERCIAL BANK OF AUSTRALIA 
LIMITED has gathered a completely 
comprehensive knowledge of economic 
and financial conditions in these two 
greatly expanding nations. 


680 Offices throughout Australia 
and New Zealand provide up to date 
information on the local outlook and 
offer facilities for every type of 
transaction, 


THE COMMERCIAL BANK 


OF AUSTRALIA LIMITED 


FOUNDED I866 











Head Office: 335-7-9 Collins Street, 
MELBOURNE, AUSTRALIA, 


Chief New Zealand Office: 
328-330 Lambton Quay, WELLINGTON. 















Everybody 
looks 

forward 
to... 


... the weekly financial and business 
digest distributed by forward-look- 
ing BANKS. Based on facts and 
figures, IMPACT means responsible 
and objective surveillance of busi- 
ness activity—written for rapid 
reading and practical application. 


Write today for sample copy. 


BUSINESS NEWS ASSOCIATES INC. 
149 Broadway, New York 6, N. Y. 











T TOTAL LOANS (includes “other” instalment paper 
and repair and modernization 
separately below) 
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Further drop seems likely 


lenders have tightened their credit stand- 
ards a bit in the face of uncertain eco- 
nomic conditions. The facts give us no 
clue as to which explanation is more 
creditable. But the statistics do suggest 
one interesting point: dealers are hold- 
ing just about as large a volume of 
paper as they did at the peak levels of 
business last year. 

The practices of dealers in carrying 
their own paper varies greatly. Some 
dealers with ample financial means hold 
some portion of the instalment paper 
they create as a kind of investment. This 
class of paper is usually of just as high 
quality as that sold to banks or finance 
companies; sometimes higher. But other 
dealers prefer to extend credit more 
freely than is to the taste of the banks 
or finance companies who buy their pa- 
per. Such dealers carry this paper, not 
as an investment, but as a kind of ex- 
pense of sales promotion. 

In any event, the well-sustained vol- 
ume of paper retained by dealers sug- 
gests that they are just as anxious as 
ever to do credit business. If there is 
reluctance, it seems more likely that it 
is on the part of buyers. Sales finance 
companies and banks may have tight- 
ened credit standards a bit but they are 
both presently showing signs of being 
anxious to maintain volume. If this is 
the case, they can hardly afford to stiffen 
terms very much. 

Near-term prospects. The rather mate- 
rial deficit of new loans in comparison 
with repayments means that the volume 
of new business must increase or the 
volume of consumer credit outstanding 
will decline further. Either alternative 
is possible, but even if the volume of 
new credit should stabilize at present 
levels, the volume of credit outstanding 
would continue to decline for several 
months, probably through the remainder 
of 1954. With automobile dealers fight- 
ing just to maintain their present leve's 
of sales, some further decline in con- 
sumer credit volume seems quite likely. 
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How are your trade connections... 
in Singapore or around the world? 


Bank of America’s world-wide credit, collection, and payment facilities offer you and your 
customers fast, expert service in every phase of international banking. Our long-established 
correspondent connections throughout the world, together with our overseas branches and 
traveling representatives, assure you of maximum dependability — maximum service — in 
every type of transaction. To inquire, write International Banking Department, Bank of 


America, 300 Montgomery Street, San Francisco, or 660 South Spring Street, Los Angeles, 


Bank of America 


NATIONAL 728987482 ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


eovcccccceees SERVING COMMERCE AROUND THE WORLD ccececcccooe 


June, 1954 


OVERSEAS BRANCHES: London « Manila * Tokyo * Yokohama « Kobe « Osaka « Bangkok * Guam 
REPRESENTATIVES: New York * Mexico City * Milan + Paris * Zurich * New Delhi » Correspondents throughout the world 
BANK OF AMERICA (INTERNATIONAL), New York, a wholly owned subsidiary; overseas branch, Duesseldorf 


COPYRIGHT 1954, BANK OF AMERICA 








Testing Financial Promotion 


This country’s largest brokerage firm, 
Merrill Lynch, Pierce, Fenner & Beane, 
has been conducting experiments recent- 
ly in financial sales promotion on an 
adventurous scale rarely attempted and 
has come up with some preliminary re- 
sults of interest to financial advertisers 
throughout the country. 

One of the tests, involving how best 
to sell the “Monthly Investment Plan” 
through which investors can purchase 
standard stocks through periodic invest- 
ment of as little as $40 every three 
months, has recently been completed 
and has resulted in a new series of na- 


tional advertisements now running. 


The other test, involving the use of 
“stockmobile” buses of special design 
which in effect are mobile brokerage of- 
fices, is still in a preliminary stage. It 
will not be known for another month or 
two to what extent the roaming broker- 
age offices will capture popular fancy. 

Eventually there may be a tie-in be- 
tween the M.I.P. plan promotion and 
the “‘stockmobiles” but at the moment 
they are not directly related to each 
other. 

Helps regular business. While it is still 
too early to determine how profitable 
the monthly investment plan will be, 
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THROUGHOUT 
JAPAN 


Complete Me 
Foreign Exchange ; 


Keep in touch with Japan through the 


FUJI BANK ta. 


HEAD OFFICE: OTE-MACHI, CHIYODA-KU, TOKYO, JAPAN 


OVERSEAS OFFICES: 
LONDON BRANCH 
NEW YORK REPRESENTATIVE OFFICE 
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West Coast coverage 
with ove bank 


Coast states. 











Business funds deposited in any Bank of California office are 
available, immediately, in a// our other offices, in all three Pacific 


This immediate one-bank service can be especially helpful when 
time is of the essence in important transactions. 

Back of this immediacy, of course, is the less dramatic, but 
equally important fact that each office of this eighty-nine year old 
bank is long-established in its area—thoroughly acquainted with 
area needs and opportunities, and with its business leaders. Naturally, 
our area information service is available to all our customers. 

These, and other Coastwide services, are available to all 
customers of this bank. 


THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 


Incorporated in 1864 


SAN FRANCISCO « PORTLAND « SEATTLE *« TACOMA 


Member Federal Deposit Insurance Corporation 
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© Would you like to buy | 
$40 worth of General Electric 


every month? 


Or General Motors. Or duPont. Or Standard Oil of New 
Jersey. Or any one of 1200 other stocks that are bought 
and sold on the New York Stock Exchange. 

Now for the first time you can do just that. 

Every month—or every three months if you prefer— 

*you can put any sum you like from $40 up to $1,000 into 
the stock of your choice. Typically that might be some 
stock that has paid dividends every year for more than 20 
years and that would now yield about 5% or 6% on your 
money. 

Interested? We'll be glad to send you full information 
on our Monthly Investment Plan—the famous so-called 
“pay-as-you-go” plan. 

Just tear out this conpon. sign your name. and mail it 
back today. 

eee ae ee ee eee ee ee ee 


Please send me booklet explaining Monthly Inyestment Plan. 


Namx. Ps 
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Top-puller in test series 


since this depends largely upon how 
much volume is developed, the Merrill 
Lynch firm has made some interesting 
discoveries. As of May 19 it had opened 
6,460 such accounts, of which only 215 
have been cancelled. One surprising dis- 
covery is that of the cancellations about 
75 per cent transferred into regular ac- 
counts. These could be more profitable 
to the firm and less costly for the cus- 
tomers. The preliminary indication is 
that M.I.P. may have a most favorable 
promotion effect upon the opening of 
regular accounts. i 

To date the Merrill Lynch firm has 
spent some $75,000 on advertising to 
promote M.I.P. accounts. The advertis- 
ing test on how best to sell the plan 
involved seven different cities in which 
were run seven big newspaper adver- 
tisements, along with magazine adver- 
tising, direct mail, radio and television, 
alone and in combination. 

Cost of inquiries. It was discovered 
that advertising in top-flight newspapers 
and magazines, as well as direct mail, 
could yield inquiries at an average cost 
of some $2 each, and possibly less. 
While the direct mail results were about 
on a par cost with newspapers and mag- 
azines, it was recognized that a broad- 
side selling job could be done with mass 
media that could not be done by mail. 
Yet, there seemed to be a higher con- 
version result from direct mail inquiries 
than from newspapers and magazines. 
It was found that, as regards direct mail, 
a three-letter campaign was definitely 
more productive than a one-letter pro- 
gram. Results from TV and radio were 
inferior to other advertising, with TV 
excelling radio. 

While the cost per inquiry might run 
around $2 to $2.50, and about $12 for 
each M.I.P. account obtained, there were 
collateral advantages in the gain in reg- 
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ular accounts. For example in Detroit 
334 M.I.P. accounts were gained, but in 
following up on the M.I.P. prospects 
more than 100 regular accounts were de- 
veloped. 

Varying results. In Charlotte, North 
Carolina, where a test of Sunday versus 
daily newspapers was conducted, the 
daily papers yielded the best results. 
Ads on the financial pages gave a better 
yield than did advertising on the general 
news, sports or women’s pages, although 
the top-pulling ad (shown on page 10) 
appealed exceptionally to women. 

Little “teaser” ads did not produce as 
good results as did larger space that 
contained a more complete story. For 
some advertisements mass circulation 
papers like the New York Daily News 
pulled as well as did those in the New 
York Times. 

Plan follow-up. M. Rubezanin and 
Louis Engel, Merrill Lynch partners who 
revealed these preliminary findings, say 
that in all seven cities the firm intends 
to maintain its follow-up work and find 
out how many of those who have re- 
sponded to the promotional campaigns 
become customers. The cost of sales 
promotional literature, they point out, 
is not included in the advertising costs 
cited. Nor, for that matter, are the ulti- 
mate advantages the firm will derive 
from the advertising already run. 

Three buses. As to the “‘stockmobiles,” 
each communicating by radio telephone 
with the nearest Merrill Lynch branch 
office, there are now three in operation 
visiting regularly 15 communities around 
Boston, Chicago and Newark, New Jer- 
sey. Since they have been operating only 
a few weeks it is too soon to judge their 
sales appeal. There are three Merrill 
Lynch men to each bus, and the head 


One of three “stockmobiles” 
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office plans within a reasonable time to 
call them to a meeting to compare re- 
sults and check up on such matters as 
what is the best place in any area to 
park, what kind of local advertising and 
promotional material works best, what 
hours are most suitable for business, and 
in what do customers have the greatest 
interest. 


The Merrill Lunch firm does about 40 
per cent of the M.I.P. business handled 
by all Stock Exchange firms and last 
year accounted for 10.3 per cent of all 
transactions of 100 share units done on 
the Exchange, as well as 17.2 per cent 
of all transactions involving less than 
100 shares. The firm has 113 branch of- 
fices in 107 cities. 


Bank Bicentenary 


Glyn, Mills and Company, famous old 
London banking house which played a 
very important part in the early financ- 
ing of the United States and Canada, 
is currently celebrating its bicentenary. 

Glyns, as it is commonly called, today 
occupies approximately the same site in 
Lombard Street as when it was first or- 
ganized. Six generations after the found- 
ing, the chairman and one of the direc- 
tors are still Glyns, which is believed 
to be a banking record. 

The firm first became financially prom- 
inent when it became London agent for 
a large number of country bankers. The 
situation was something like that pre- 
vailing in the United States before the 

















[°° a wonderful feeling to board a train, or plane, convention 


bound. Ahead of us are old friends we’re mighty happy to see 


again. Also new contacts to make, that may develop into lasting 


relationships that are pleasant and mutually profitable. 


And while we’re away, we know that our Bank will go right on 


rendering the kind of correspondent service that makes it easy for 


us to hold our old friends and make new ones, wherever we go. 


American National Bank 





and Trust Company of Chicago 
LA SALLE AT WASHINGTON, CHICAGO 90, 


ILLINOIS 
FRanklin 2-9200 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Accounts Receivable 
Financing 


ig YOUR BANK does not handle this type of 

business, CoMMERCIAL CReEpiT can help your cus- 
tomers who need more funds than are justified under 
their banking lines of credit. CommMEerciaL CREDIT’s 
Accounts Receivable Financing can function quickly 
and smoothly, and does not interfere with your bank- 
ing services to these customers. Any COMMERCIAL 
Crepir Corporation divisional office listed below 
will be glad to furnish information to you or your 
customers.. 





Battirmore 1—200 W. Baltimore St. Cuicaco 6—222 W. Adams St. 
Los ANGELES 14—722 S. Spring St. New York 17—100 E. 42nd St. 
San Francisco 6—112 Pine St. 


A Service Available Through Subsidiaries of 


COMMERCIAL CREDIT COMPANY 
Capital and Surplus Over $145,000,000 























Australia 


from 
a business 
point of view 


This booklet will assist anyone 
contemplating establishing a 
business in Australia, whether it 
is a small retail business or a 
large manufacturing company. 


Written with the authority of Australia’s oldest and largest 
joint-stock bank, it offers those who wish to start a new enterprise in 
that young but growing country a short account of the framework of 
business organization throughout the Commonwealth of Australia. It 
also affords some knowledge of the problems and conditions which 
would be met. 


If you are interested in establishing a business in Australia, 
write for a free copy of this book to: 


BANK OF NEW SOUTH WALES 


BRITISH & FOREIGN DEPARTMENT, SYDNEY, AUSTRALIA 
R. J. Neal Blackwell, Manager 
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formation of the Federal Reserve Sys- 
tem. During this period of 1800-1900, 
Glyns became one of the three or four 
leading English banks. 

Helped build rails. It was a leader in 
providing finance not only for the first 
English railways but for those of the 
United States, Canada and Mexico as 
well. A list of railways it financed reads 
strangely today; most of them have been 
reorganized and absorbed in later rail 
systems, 

The close connection of Glyns with 
Canada was largely due to its financing 
of the Grand Trunk Railway. Also, to- 
gether with Barings, it was a joint agent 
for the Province of Canada from 1837 
to 1893, a period in which there were 
some formidable crises. Some historians 
credit the bank with having by its finan- 
cial support retained Canada within the 
British Commonwealth. 

An early statement. In the old days 
private banks maintained great secrecy 
about their operations, but in 1885 the 
partners of Glyns decided to publish a 
statement of their affairs. This decision 
was received by much shaking of heads 
by the older generation, and it was free- 
ly predicted that no good would come 
of it. 

The high mortality of commercial en- 
terprises is shown by one of Glyns ledg- 
ers for the year 1800. Of 400 companies 
listed, barely half a dozen are familiar 
today. Among these are the Hudson’s 


| Bay Company, the Sun Insurance Com- 
| pany, and the Globe Insurance Company, 
' now the Liverpool and London and 


Globe. 
* « + 


Insured Investment Plan 


The Axe Securities Corporation of 
New York City has announced a new 
investment plan containing some un- 
usual features, including automatic in- 
surance by the Prudential Insurance 
Company, and administration by the 
Irving Trust Company of New York to 
which payments will be made. The bank 
makes a service charge of $1 for each 
payment. 

The new plan, which is known as the 
Axe-Houghton Stock Fund, provides for 
a ten-year program of monthly pay- 
ments which will result in ownership of 
stocks at an estimated maturity value 
ranging from $3,000 to $10,000, accord- 
ing to the amount of the graduated pay- 
ments from $25 to $83.33 a month. To 
be eligible to participate, applicants 
must be over 21 years of age and under 
55 years and have a regular monthly 
income from salary, professional fees or 
business. 

Insurance cost. No medical examina- 
tion will be required for the insurance 
covering the unpaid portion of the in- 
vestment plan. Currently the cost is $1 
per month per $1,000 of remaining pay- 
ments to be made under the plan. 

The new Axe-Houghton Stock Fund 
is designed to compete with investment 
plans of. other companies, instalment 
stock purchase plans of New York Stock 
Exchange firms, and some of the pack- 
age plans of savings banks. The Axe- 
Houghton organization emphasizes that 
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it is offering an investment plan in which 
market prices of securities may fluctuate 
either up or down. However, it is antici- 
pated that the normal growth of the na- 
tion’s economy will actually result in a 
return to the investor of substantially 
more than the quoted maturity value. 
Grace period. The program contains 
several unusual features including a 90- 
day grace period with insurance cover- 
age; a payment overdue beyond this 
limit results in the plan being cancelled. 
The Axe Insured Investment Plan has 
already been approved by the insurance 
commissioner of New York State, and 
it is expected that within a short time 
approval will be granted in 17 states. 
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Business Upturn “Assured” 


Not only will there be a resurgence of 
business activity early this fall, but it 
will be sustained 
for a number of 
years, with no 
depression “‘prob- 
able” over the re- 
mainder of the 
decade, at least. 

This was the 
optimistic and 
confident predic- 
tion made by Al- 
lyn P. Evans, 
president, Lionel 
D. Edie & Co., 


New York invest- ALLYN P. EVANS 
ment counselors . 
and economic He’s confident 


consultants. 

At a forum sponsored by the First 
National Bank in St. Louis, he explained 
to a group of the city’s business leaders 
that the forecasted upturn would be 
stimulated by a step up in new military 
contracts, an increase in ‘‘take home” 
pay of consumers, and an upward pres- 
sure on the price structure incidental 
to an increase in the money supply 
growing out of the U.S. Treasury’s need 
to borrow $10 billion to $12 billion. 

The decline in business was character- 
ized by Mr. Evans as a temporary ‘“‘ad- 
justment” which should be completed 
within the next couple of months. He 
believes that dynamic forces in the 
economy will result in a doubling of the 
nation’s power supply in the next decade. 
In the same interval he anticipates cap- 
ital expenditures for plant and equip- 
ment of between $350 and $400 billion, 
and the attainment of a national income 
of over $500 billion per annum as com- 
pared with 1953’s total of about $307 
billion. 
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Source of Credit Book 

Many inquiries have been received as 
to the publisher of the book, “Better 
Sales Through Credit,” written by 
Joseph L. Wood, assistant treasurer of 
the Johns-Manville Corporation, and 
briefly reviewed in the April, 1954 issue 
of Burroughs Clearing House. 

Vantage Press, 120 West 31st Street, 
New York 1, New York, is the pub- 
lisher, and the price of the book is $3. 


June, 1954 


























American 


Credit Insuranee 





helps build | your 











customers’ business! 


1. Harmonizes Credit-Sales relations. 


¢ 


Gives Accounts Receivable real value. 


ad 


Creates confidence—basis of all credit. 


> 


Endorses customer’s promise to pay. 


wt 


Helps avoid secondary credit costs. 


Protects working capital invésted in Receivables, 


~ 


Backs judgement of Credit Executive. 


Provides endorsement for banking purposes. 


Oo © 


Minimizes risk and anxiety, promotes planning. 


= 
S 


Gives positive loss prevention. 


— 
= 


Provides service for handling collections, 


a) 
~ 


Promotes efficiency in organization. 


= 
ad 


Provides accurate cost basis of shipments, 


14. Creates an adequate bad debt reserve. 


For booklet, write Dept. 49, First National Bank Bldg., Baltimore 2, Md: 


American Credit 


Indemnity Company 
of New York 
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These hands can borrow from any bank in town 


A frank statement about loans 
... how they’re made...why 
they’re sometimes turned down. 


The hands above belong to a skilled 
craftsman. He’s a solid citizen and a 
hard worker. He’s also proud of his 
work, independent about money as a 
hog on ice,and downright strait-laced 
about meeting his obligations. 

That makes him a good risk for 
any banker. Here’s why. 


Your Money at Stake 


Most of the money in banks is money 
that belongs to the public... money 
that you deposit in your bank. Bank- 
ers therefore must see to it that this 
money of yours is lent out only when 
there’s an excellent prospect of its 
being paid back. That’s why occa- 


14 


sionally some loan applications are 
turned down. 


Willing to Take a Risk? 


Bankers naturally like to lend money. 
That’s their principal source of in- 
come. They’ll take a considered risk 
but they can’t afford to take long 
chances with other people’s money. 
All in all, it speaks well for American 
business and the individual American 
that the great majority of loan appli- 
cations are granted. When you hear 
someone growl about being turned 
down, ask yourself this question: 


“Would I be willing to risk my own 
money on this promise to pay?” 


You might or you might not. Bank- 
ers make mistakes, too. But the 
difference between a bank and an 
individual is that a bank has to have 


a high batting average in order to 
stay in business. 


Banker’s Judgment 


There you have it. The banker has to 
be somewhat of a financial perfec- 
tionist. You may not always agree 
with his judgment but of this you 
can be constantly certain: his deci- 
sions are based on experience and old- 
fashioned horse sense. He makes them 
competitively, knowing that you can 
always go to another bank. As long 
as this remains banking’s way of do- 
ing business, your money will be in 
good hands. 

The Chase National Bank is proud 
of banking’s contribution to the 
progress of our country. 


The CHASE National Bank 


OF THE CITY OF NEW YORK 
(Member Federal Deposit Insurance Corporation) 
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Unusual Bank Forums 


In this and in bygone eras certain 
elements of the population have been 
accused of promoting depressions, wit- 
tingly or unwittingly, by pessimistic talk, 
by the inept use of statistics, or by 
politics of a partisan nature. 

Typical of the positive position taken 
by the banking institutions generally, 
The National City Bank of Cleveland 
recently made confidence the keynote of 
a forum on economics and finance as 
well as trusts and estates. Spokesmen 
for the bank used: charts extensively to 
disseminate sound economic information 
to the women’s group. 

James M. Dawson, vice-president and 
economist of The National City, con- 
ducted the first session of the forum on 
America’s Economic Future. He used 
a series of charts covering historical 
economic patterns to familiarize the 
forum with past events and the bases 
for business predictions. His talk was’ 
built around the charts and gave a re- 
assuring picture for the country’s out- 
look. 

Production to double. Mr. Dawson 
predicted that production would double 
in this country during the next twenty 
years, thus duplicating the achievement 
of each of the past three twenty-year 
periods. The ingredients, he said, which 
will make this expansion possible are 
population growth, continued gains in 
output per man hour and the retention 
of the competitive system of free enter- 
prise. That system, he commented, gears 
economic reward to the importance of 
one’s contribution to production, thereby 
providing the incentive to progress. 

Charts distributed. In other sessions of 
the forum the same extensive use of 
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Typical chart used at women’s forum in Cleveland 


charts and graphs was made to “get 
across” information on investment plan- 
ning, the place of life insurance in per- 
sonal money management, etc. To give 
lasting value to the information offered 
at the forum, the bank distributed to the 
women mimeographed copies of the 
charts, which were interpreted by per- 
tinent excerpts from speakers’ talks. 
One such chart, for example, was on 
“Common stock price performance of 
two leading companies in the same grow- 
ing industry.” One of the explanatory 
excerpts beneath the chart read: “The 
most crucial factor of all to investors in 


common stocks is careful selection. As 
shown above, widely varying results may 
occur with apparently similar issues in 
the same general line of business.” 


° 


According to its planners, a trusts and 
estates forum held recently in San Fran- 
cisco marked the-first time that a group 
of banks in the country had joined hands 
to sponsor such a meeting. 

Tickets to the forum were distributed 
to selected bank customers through the 
trust departments of the participating 


Wide use of these charts helped National City, Cleveland, “get across” economic information 


Historical economic patterns such as these familiarized the forum with past events and bases for business predictions 
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banks, and attendance was on a strict 
reservation basis. The forum theme was 
“Protecting dollars for you and your 
family.” 

Robert M. Alton, vice-president and 
trust officer of The United States Na- 
tional Bank, Portland, Oregon, discussed 
“Skilled Management Protects Your 
Family.” Other speakers had diversified, 
non-banking backgrounds. 

Three members of the steering com- 
mittee that planned the forum were: 
Philip S. Dalton, trust advisor, The 
Anglo California National Bank, the 
chairman; Edwin McInnis, vice-president, 
Bank of America; and A. J. Callahan, 
president, Associated Trust Companies 
of Central California, and trust officer, 
Wells Fargo Bank and Union Trust 
Company. Other members were Francis 
E. Whitmer, vice-president and trust 


officer, American Trust Company; Ken- 
neth C. Pfarrer, assistant trust officer, 
Crocker First National Bank, and 
Thomas T. Townsend, Wells Fargo Bank. 

The response to the program as shown 
by the capacity audience, the returns 
from questionnaires, and the subsequent 
telephone calls, all indicated the forum 
was a noteworthy success. It is expected 
that a similar forum will be held later. 
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Air-Mailing Transit Items 


Through a new system of air-mail 
handling, substantial reductions are now 
effected in the fioat time of items col- 
lected through the Security-First Na- 
tional Bank of Los Angeles, coming from 
points distant from the city. 








WHETHER YOU'RE A CORRESPONDENT BANK OR NOT: 


Give Us 


A Job 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The Nationa’ Shawmut Bank ,, 


40 Water Street, Boston 


To Do 






Member Federal Deposit Insurance Corporation 
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FOLDED TO 
MAILING SIZE 


co Simple- 3 units in one. 


® Thrifty— Save $10.00 to 


Send for samples. 


© Return envelope invites 
prompt attention. 

@ You save collating, fold- 
ing and sealing time. 

© They are delivered 
to you all ready for 
addressing. 













Outgoing envelope, 
notice and return envelope. 


$15.00 per thousand 
in postage alone. 





CURTIS 1000 INC. 


1000 Un 
ST. PAUL, 


380 Capitol Ave 
HARTFORD, CONN 
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2630 Payne Ave 
CLEVELAND, O. 


3206 Polk Ave 
HOUSTON, TEX. 


355 Marietta St., NW 
ATLANTA, GA. 











Plan reduces float time 


In cooperation with local postal author- 
ities the bank has been assigned a mailing 
address at the Los Angeles International 
Airport. From there, pickups of specially 


| marked packages of items directed to 


the bank are made periodically by a 
bank messenger. Thus the downtown Los 
Angeles post office is by-passed and many 


_hours are saved in clearing and collect- 


ing items which are payable in Los 
Angeles, suburban Los Angeles and other 
southern California communities. 

Banks at any point in the United 
States that can get mail into Los Angeles 
International Airport by 8 p.m. can have 


| such items processed and on their way 


that same evening. Based on experience, 
over 90 per cent of the dollar value in- 
volved will be presented for payment on 
the morning of the following business 
day. 

Specially designed air mail stickers are 
provided the banks participating in the 
new service. The stickers are used on 
envelopes and packages that are pouched 
directly to the air mail field at Inter- 


| national Airport, Los Angeles. 





This arrangement is the first such 
major setup of its kind in the country, 
according to the district superintendent 
of mail at Los Angeles, who worked with 
Donald W. Henny, vice-president in 
charge of the bank’s central transit de- 


| partment in organizing the system. In 


the photo, Carlo W. Covellone, post- 
master .at the airport station holds an 
outgoing shipment of transit items after 
delivering the first incoming shipment to 
S. R. Nethercott, manager of Security- 
First National’s mail division. 
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Independent Bankers Meet 


At its recent annual convention held in 
Detroit, Michigan, some 800 delegates of 
the Independent Bankers Association en- 
acted a series of far-reaching resolutions 
and heard the addresses of prominent 
leaders in business, trade association: 
and Government. 


Resolutions passed. At the close of the 
three-day, action-packed meeting, the 
Association members voted to “whole- 
heartedly endorse the Capehart ban 
holding company bill and urge its pas- 
sage.” They also: (1) suggested legisle- 


Burroughs Clearing Hous: 
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tion to provide an advisory committee to 
the board of direetors of the Federal 
Deposit Insurance Corporation, (2) 
recommended to the Comptroller of the 
Currency and other. bank supervisory 
agencies that they give public notice of 
the applications of banks for branches 
so that hearings may be held for inter- 
ested parties, and (3) expressed support 
for the law that would end cumulative 
voting of stockholders for directors of 
both national and state banks. 

Washington spokesmen. A _ full ~ pro- 
gram of speeches by national figures was 
provided including Ray Gidney, Comp- 
troller of the Currency; H. Earl Cook, 
chairman of the board, F.D.I.C.; R. M. 
Evans, governor, Federal Reserve’Board; 
and Senator J. W. Fullbright (Arkansas) 
and Congressman Henry O. Talle 
(lowa), members respectively of the 
Senate and House banking and currency 
committees. 

Prominent leaders speak. On the first 
day John S. Coleman, president of the 
Burroughs Corporation and chairman of 
the board, Federal Reserve Bank of 
Chicago, addressed the association on 
“The Debate on Trade Policy—Where 
Does it Stand?” and Merritt D. Hill, 
assistant general manager, tractor Di- 
vision, Ford Motor Company, Detroit, 
discussed “The Future of the Farm 
Market and Agriculture.” On succeeding 
days Ed Wimmer, vice-president, Na- 
tional Federation of Independent Busi- 
ness, talked on “Now or Never, Mr. Inde- 
pendent Banker,” and M. W. Thatcher, 











From left: W. Bryan, D. Brumbaugh, B. Ryan, J. Johnson, C. Pohlad 


Named to new leadership of the Independent Bankers Association 


general manager, Farmers Union Grain 
Terminal Association, St. Paul, Minne- 
sota, covered the “Administration’s Farm 
Policy.” Acting as hosts to the visiting 
bankers were Howard P. Parshall, presi- 
dent of the Bank of the Commonwealth, 
Detroit, and the convention’s general 
chairman; Raymond T. Perring, presi- 
dent of The Detroit Bank and the Detroit 
Clearing House Association; and R. A. 
Swaney, vice-president, Detroit Branch, 
Federal Reserve Bank of Chicago. 


Elect new officers. Elected as the new 
president of the Independent Bankers 
Association was W. J. Bryan, vice- 
president, Third National Bank, Nash- 
ville, Tennessee, who succeeded D. Em- 
mert Brumbaugh, president, First 
National Bank, Claysburg, Pennsylvania. 
New first and second vice-presidents are, 
Ben H. Ryan, president, State Bank of 
East Moline, Illinois, and Joseph V. John- 
son, president, Johnson County Bank, 
Tecumseh, Nebraska. Ben DuBois con- 





Our Mr. Anderson is usually on the move. 
First National representatives have to be 
to provide personalized service for the 
many correspondent banks. They—and 
we—have found that problems are often 
solved by informal discussion. And that 
idea is the core of our policy: coopera- 
tion instead of competition . . 
one, according to our correspondents. 





THE FIRST NATIONAL BANK 
OF PHILADELPHIA 


PHILADELPHIA 1, PA. 


Harry C. Carr, Chairman of the Board 
WituiaM B. WaLKER, President 


Member Federal Deposit Insurance Corporation 


June, 1954 
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Security National Bank, Sioux City, Iowa 


The Bank of California, N.A., Tacoma, Wash. branch 


Indicating that trust departments are not being neglected in the trend to better quarters 


tinues as secretary and Carl R. Pohlad, 
vice-president, Marquette National Bank, 
Minneapolis, Minnesota, as treasurer. 
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New Trust Departments 


As the bank modernization boom con- 
tinues throughout the country more and 
more banking personnel are being fur- 
nished with highly comfortable and 
functional areas in which to do their 
work. The new trust departments of a 
large bank in Washington state and 


another in Iowa provide two recent 
examples. 
Tacoma, Washington. The trust de- 


partment personnel of The Bank of Cali- 
fornia, N. A., Tacoma, Washington, now 
work in an office that is completely 
paneled in knotty pine. The pine walls 
are accented by dark green carpeting 
and chairs upholstered in burnished 
sienna. The Tacoma office of Bank of 
California, N. A. recently completed a 
thorough modernization of its entire 
banking quarters. 

Sioux City, Iowa. Bleached walnut 
walls and light floor coverings are em- 


ployed in the new trust department, as 
well as other offices and the main bank- 
ing room, of the Security National Bank, 
Sioux City, Iowa. In its $100,000 re- 
modeling program, the bank added some 
3,500 square feet of space and completely 
modernized the other work areas. 
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Express Teller Window 


Tellers do both paying and receiving 
at Palmer First National Bank & Trust 
Company, Sarasota, Florida, except the 
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HEAD OFFICE: | SANSOME STREET, SAN FRANCISCO 20 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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teller in the first cage. He is solely a 
payer; but instead of being so marked, 
his window sign makes things clearer for 
the customers by reading, “This window 
for cashing checks only.” 

Each winter, when the annual tourist 
rush starts, lobby traffic increases be- 
cause of the visitors who open accounts 
and then come in frequently to cash 
checks. This load, added to the regular | 
year-round business, often built up long 
lines at the windows. Previously the bank 
varicd from two-way teller service by 
setting aside two windows for payroll 
checks on the big paydays of each week. 

This past winter, however, the bank 
decided to designate the first window, 
{ just inside the front door, as a full-time 
check cashing window. The innovation 
: was a banking equivalent of the super- 
H market’s express cashier, and the results 
were completely satisfactory. The check- 
cashing customer gets served with little 
or no wait; he is saved any chance of 
getting stuck in line behind a commercial | 








| Film purchase exposes 


$23,200 Theft 


(Based on Company File #121465) 


THIS Window 


| | CASHING ChECKs 
NLy--—— 
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About a year ago we took on a new __piier about a delivery slip-up led to 
bookkeeper. We were pushed for our discovery of his embezzlements. 
time so we put him to work without 


Before the police caught up with 
looking up his references. 





him he was 1200 miles away, and 

Soon he began drawing company very little of our money was recov- 
checks for his own use. At first they ered. We might have had to stand 
were small. But before a year wasup, _ the entire loss he caused but for one 
they totalled more than $23,200. 











Just inside the lobby thing—our “Dishonesty, Disappear- 


: ance and Destruction” insurance. 
Just before our annual audit was 


due, he quit. Before he left he had Because we had this policy, the 
bought $200 worth of movie film for Hartford Accident and Indemnity 
which he paid with a company Company made good to us the full 
check. A call to us by the film sup- amount of our loss—$23,232.27. 


customer with a 15-minute transaction; 
and he gets in and out without ever 
penetrating more than a few feet inside 
the lobby. The lobby has never been 
crowded during the past season. 

| The check cashing window handles ap- 
proximately 400 customers on a_ busy 
day, as compared with an average of 
approximately 75 customers for the 
bank’s paying-receiving windows. More- 
over, customers have discovered for 
themselves, without being told, that when 
the first window has nobody getting a 
| check cashed, the teller is happy to 


It’s good protection for you when your borrowers protect 
themselves against serious losses resulting from Dishonesty, 
Disappearance or Destruction. 

They can get this protection in the economical “DDD” Policy. 
This single policy covers embezzlement, theft, disappearance, 
burglary and holdup. And it covers forgery... 
alteration of outgoing checks, drafts and notes . . . even 
the destruction of cash and securities by practically any cause. 

Suggest that your customers ask their Hartford Accident 


eth Aladin 





accept quick deposit transactions. 
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“In Account With Youth’? 


A comprehensive banker-teacher-stu- 
dent program designed to give young 
people an appreciation of the importance 
of money and banking in the American 
economy was launched this Spring by 
the First National Bank of Minneapolis, 
Minnesota, in some 55 Minneapolis and 
suburban schools. More schools plan to 
introduce the program in the Fall. 

The program is the outgrowth of sur- 
veys among 1,6Q0 students, consultation 
with classroom teachers and education 


june, 1954 


Year in and year out you'll do well with the 





and Indemnity Company Agent or their insurance broker 
about the Hartford “DDD” Policy. Or write us for a 
descriptive folder you can pass along to them. The low cost 
of this good, broad protection makes it doubly attractive. 





Hartford 


Hartford Fire Insurance Company ¢ Hartford Accident and Indemnity Company 
Hartford Live Stock Insurance Company ° 


Hartford 15, Connecticut 
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Photo by Fabian Bachrach 
“Cost becomes infinitesimal when com- 
pared with the dependability and assur- 
ance furnished by using truly quality 
products. Any slight increase in costs, if 
any, is certainly far outweighed by the 
uniform excellence we are thus guaran- 
teed.” Bradford Bachrach, Vice President, 
Bachrach, Inc. Member of the third generation 
of a famous family of portrait photographers. 


Your letterheads and records are exam- 
ples: The finest L. L. Brown paper constituting 
a letterhead and envelope costs less than 
the postage. The most durable L. L. Brown 
record paper adds but 1% to total accounting 
costs. Microscopic cost differences! Yet they 
insure prestige and quality in letters... and 
records which defy time and hard use. 


For 105 years, L. L. Brown papers have 
been the choice of discriminating executives 
whose correspondence must reflect them and 
their products and whose records are worth 
keeping. 

Your regular supplier knows L. L. Brown 
papers. Ask him to help you select those best 
suited to your needs. 


WRITE for FREE booklet... 


“How to Get Greater 
Service and Value from 
Your Records and Letters”. 
Here is a reliable guide to 
selecting the right paper 
.«. for recording or corres 
spondence. 


L. L. BROWN 


LETTER & RECORD 


(=|PAPERS\|. 


SO MUCH EXTRA VALUE FOR 
SO LITTLE EXTRA COST 
Since 1849 
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L. L. Brown Poper Co. 04 
Adams, Mass. 


Please send me FREE copy of “How to Get Greater 
Service and Value from Your Records and Letters”. 
Name 
Title__ 
c 
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Street 
City State 


























New school program of First National, Minneapolis, is citywide 


specialists, and an extensive review of 
all banking instructional aids currently 
available. Nearly two years were spent 
on research and planning. 

In August, 1952, the bank first held 
discussions with Paul S. Amidon & Asso- 
ciates, nationally-known educational con- 
sulting firm, on the problem of telling 
banking’s story to students. ‘From the 
very start,” said Lyman E. Wakefield, 
Jr., vice-president of the bank, “we felt 
that if we were going to tell our banking 
story to students we would have to make 
available to the schools work materials 
which teachers themselves had helped 
to develop.” 

Following the Amidon organization’s 
usual procedure of working with teachers 
to prepare materials for teachers, con- 
tact was made with school administrators 
in Minneapolis and suburbs. They readily 
cooperated by recommending teachers at 
every grade level to help develop a tenta- 
tive outline and working procedure. 

The program finally developed carried 
the over-all title, “In Account With 
Youth.” It includes an illustrated source- 
book for the use of teachers, a series of 
wall teaching charts for class instruction, 
and three booklets for the use of pupils 
in elementary and junior and senior high 
school grades. 

Inquiries concerning the program are 
invited by the First National Bank of 
Minneapolis. Readers may obtain infor- 
mation on the program by writing to 
Vice-President Lyman E. Wakefield, Jr. 
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Customers Do the Talking 


Instead of talking about the bank’s 
new drive-in facilities in its advertising 
recently, the Central Trust Company, 
Owensboro, Kentucky, let some of its 
customers do the talking. 

Upon opening two new windows the 
bank had attached a tape-recorder to 
the two-way drive-in speaker system. 
Then as the first customers drove up to 
do business, they were asked to com- 
ment on the new service. The result was 
some fine “uncanned” and unrehearsed 
remarks. 

Later, the recordings were used on 
the bank’s radio program. According to 
President Harry Bottorf and Cashier 
Walter Gannane, the variety of voices 


and the natural comments made the 
bank’s “commercials” fresh and effec- 
tive. 

“When you heard on the air the 
squeals of small children in the back 
seat of a car,’ said Mr. Bottorf, “it 
didn’t take any imagination to appreci- 
ate the mother’s observation that the 
drive-in was ‘heaven sent.’ ”’ 


Point-of-Sale Reminders 


A new series of colorful “tent” cards 
displayed on the tellers’ counter and staff 
officers’ desks of the main and branch 
offices of the Harvard Trust Company, 
Cambridge, Massachusetts, have helped 
to stimulate business and have attracted 
considerable comment from customers. 

The cards measure 6” x 6” and are 
called “tents” because of their shape 
when folded. Specially designed cards 
are devoted to each of the bank’s serv- 
ices. The front of the cards identifies the 
service pictorially, and the back contains 
factual information about that service. 

According to R. W. Newcomb, assistant 
treasurer of Harvard Trust, statistics 
show that the average bank customer 
uses only one-and-a-half bank services, 
and that a large segment of the bank 
customer public is unaware of the variety 
of services open to him. 

The “tent” cards have proved valuable, 


Business building counter cards 
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“The colder the winter, the better.’’ So felt this distributor of heating fuel 
oils. However, cold winters also meant extraordinary accounts 


receivable accommodations to support community demand. 


The company was a good earner, but as all available cash was needed for additions 


and improvements to properties, there was a working capital deficit. 


A major supplier carried the inventory and the bank held a mortgage on the 
property. The business kept growing and the prospect of being called 
upon again to support their client’s seasonal rise in receivables (in 


greater amounts than the previous year) was beyond the bank's scope. 


The bank turned over the receivable problem to Walter E. Heller & Company with 
benefit to everyone. This arrangement has provided adequate funds to carry out 
an expanding sales program, has maintained a substantial deposit account 


for the bank and has earned the client’s good will and appreciation. 


Bank officers charged with responsibility for making loans are invited to 
learn the details of Heller Supplementary Financing. A booklet describing 
the nature of our services and the scope of our activities will be 

sent on request. Suggestions for dealing with specific problems will 

be given in confidence and without obligation. Please address: 


BANKING SERVICE OFFICER 


WALTER E. HELLER & COMPANY 
Established 1949 


75th FLOOR BANKERS BUILDING 105 W. ADAMS STREET, CHICAGO 90, ILLINOIS 
NEW YORK OFFICE 13th FLOOR 10 E. 40th STREET, NEW YORK 


‘une, 1954 








THE FINANCIAL SERVICES 


rendered by Walter E. Heller & 
Company are not fully identified by 
simple tabulation because they are 
variously coordinated and applied to 
fit specific situations. 


The following types of supplementary 
financing are flexibly administered 
according to experience gained from 
national operations which now 
represent a volume in excess of 
$500,000 ,000 annually. 


BANK PARTICIPATION 

ACCOUNTS RECEIVABLE FINANCING 
INDUSTRIAL FACTORING 
INSTALLMENT FINANCING 
REDISCOUNTING 

MACHINERY AND EQUIPMENT LOANS 
INVENTORY LOANS 
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BUSINESS MAN 


If you are doing business 
regularly in Milwaukee 
and Wisconsin, a banking 
connection with Marshall 
& Ilsley will be very 
important to you. 


Our experience, state-wide 
contacts and interested 
personal attention to 
your business needs will 
prove most valuable. 


BANKER 


And for complete 
Correspondent Banking 
Service throughout 
Wisconsin, you’ll want the 
quality and quantity of 
service Marshall & Ilsley 
has to offer. Whatever 
your need may be — 
collections or counsel — a 
» call from you will receive 
immediate attention. 
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Animated display dramatizes a 


Mr. Newcomb said, in selling his bank’s 
services and also have served as point- 
of-sale reminders to bank staff members. 
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Home Show Participation 


How can a bank enter a home show 
and present its intangible product in an 
attractive manner, especially when other 
exhibitors are displaying interesting and 
useful household products ranging from 
rugs and wallpaper to garage doors? 

The photo above shows how the First 
National Bank of Glens Falls, New 
York, advertised its intangible services 
at a home show by using an unusual 
animated display. A moving wheel 8’ 
in diameter was used to balance a series 
of models suggesting various bank serv- 
ices. These models were about one foot 
high and with their ad copy moved slowly 
counter-clockwise around a 3’ model home. 
The model home turned in the opposite 
or a clockwise direction, and a soft green 
spotlight played upon it as it rotated. 
The displays were given an illusion of 
suspension and were kept facing for- 
ward at all times by balancing devices. 

H. C. Brown, president of First Na- 
tional, reported the displays were very 
successful in holding the public’s atten- 
tion and in eliciting comment, both at 
the home show and later when the dis- 
play was moved to the bank’s lobby. 
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Bank Women’s Convention 

Since the first convention in 1922, 
the Association of Bank Women has 
held its annual meeting either concur- 
rently with or just prior to that of the 
American Bankers Association. 

This year, however, the women will 
hold their 32nd annual convention Sep- 
tember 30-October 3, or two weeks ahead 





bank’s services at home show 


of the A.B.A. meeting and at a different 
locale. The women will meet at the 
Shamrock Hotel, Houston, Texas. 


The A.B.W. was founded in 1921 by 
a group of six women bank officers in 
New York City. In 1922 there were 59 
members; today there are 1,800, repre- 
senting every state, Hawaii and Alaska. 

Mrs. Ruth Sherrill, assistant vice- 
president, First National Bank of 
Memphis, Tennessee, is the current presi- 
dent of the association. Miss Iweta 
Miller, assistant vice-president, City 
National Bank of Houston, Texas, is this 
year’s general committee chairman. 
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Children’s Corner 


Tiny tot tables and chairs and generous 
supplies of comic books are used at the 
branch offices of the Toledo (Ohio) Trust 
Company to make it easier for youngsters 
to “help mommy and daddy with their 
banking.” 

Time is fleeting as the kiddies follow 
the antics of such funny book stars as 
Bugs Bunny or Peter Penny and His 
Magic Dollar, the elementary comic-book 
story of banking published by the Amer- 
ican Bankers Association. 


While parents are “banking” 
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New Speed REPLACES 6 to 8 CLERKS 
- It’s easy to see why mechanization 
New Savings reduces mail preparation costs. No 1) 
; - hand operations. All are by machine. 
for Mass Mailers raeiaiainiiiinie +80: 
Everywhere... 
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- ive INSERTS UP TO 8 ENCLOSURES 
eS ' A big advantage with today’s postage 
rates. Up to 8 inserts in an enve- 
Point : lope, with no added handling cost. QO 


UNCONDITIONAL GUARANTEE 


Unconditional Guarantee 


PREPARES 3,500 to 4,500 
PIECES PER HOUR 


These figures may sound unbelievable. 
_ But they are proved every day by mass 
mt mailers. See the machine in action. 
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CORRECT NUMBER OF ENCLOSURES 


Automatic detector guarantees cor- 
rect pick-up at all times. Mechanical 
fingers are cleaner, neater too. 
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INSERTING & FREES VALUABLE FLOOR SPACE 
Only machine of its kind—fully 6 
prepares millions of pieces of 
mail in an area only 7’ x 10’. 
MAILING MACHINE poet. 


BECAUSE MECHANIZATION replaces slow, costly hand 








labor — it’s easy for us to make this 5-point guarantee, fe teat 





INSERTING AND MAILING MACHINE CO., 


And it’s easy to learn more about Inserting & PHILLIPSBURG, NEW JERSEY 


Mailing Machine. Just check the coupon. Please send folder, 


Reducing Mailing Costs by 80%. 


© individual 
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Classic Bank Door 


The British Museum owns one of the 
finest collections of ancient coins in the 
world, and when the National Provincial 
Bank, Ltd., London, wanted to design 
a striking steel doorway for its Coventry 
branch, it enlisted the museum’s help. 


From thousands of early coins, the 
17 shown were chosen for vitality of 
design and general artistic merit. Most 
of them are from early Greek states, 
and were minted from electrum, an alloy 
of gold and silver. In those ancient days 
gold’ was generally found combined 
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Atlanta’s Fulton National 
serves Georgia and the 





Southeast 


Atlanta’s largest office building is now 
under construction and the Main Office 
of the Fulton National will occupy five 
floors. 


—A progressive banking connection off- 
ering a complete range of financial and 
correspondent bank services with 45 
years experience and contacts throughout 
Georgia and the Southeast. Call on us. 





TEN LOCATIONS SERVING THE ATLANTA AREA 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
MEMBER FEDERAL RESERVE SYSTEM 



































. in percentage 
LARGEST BANK 


growth of Popula- IN THE 
oo ROCKY MOUNTAIN 
tion, Income, Bank STATES 


Deposits, Retail 
Sales, Manufactur- 
ing and Value of 
Crops. 

Home Office: Phoenix 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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INDUSTRIAL 
BANK 


OF JAPAN, LTD. 


ESTABLISHED 1902 
MARUNOUCHI, TOKYO, JAPAN 

















Ancient coinage depicted 


with other minerals and the process of 
separating it from them had not yet been 
discovered. 

Three modern coins were incorporated 
in the design: the English sovereign, a 
coin of the Irish Free State, and an 
English shilling. 
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Special Auditing Courses 


A two-year course in bank accounting 
and controls is being conducted by the 
New Jersey Conference of Bank Audi- 
tors and Comptrollers. 

The courses cover bank accounting 
and controls in the first year, and audit- 
ing in the second. The 12-week sessions 
begin early in January and are con- 
ducted on a lecture and discussion basis. 
At present, enrollees are restricted to 
the employees of the conference’s 102 
member banks. 

Currently two classes are underway, 
one at Paterson and another at Newark, 
New Jersey. However, because of the 
excellent response to the initial classes, 
a total of four are planned for next 
year’s January-April semester. Instruc- 
tors for the present classes are Charles 
W. Johnson, auditor, Broadway Bank 
and Trust Company of Paterson, and 
Kenneth C. Kirby, assistant comptroller, 
the National Newark and Essex Banking 
Company of Newark. 
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Briefly Told 


In Grand Rapids, Michigan, for the 
third straight year the Union Bank of 
Michigan recently donated 4,000 yards 
of reflectorized tape to the city’s police 
department for distribution to persons 
applying for bicycle licenses. -Five strips 
of the tape will be given to each bicyclist 
to put on his rear fender as a safety 
precaution. 
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As a service to both the state and to 
the people of the community, The Peoples 
National Bank of Charlottesville, Vi»- 


Burroughs Clearing House 
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ginia, is planting thousands of dogwood 
trees and flowering plants along a high- 
way north of the town. The bank esti- 
mates the cost of the plants at about 
$7,500. The bank made the offer to beau- 
tify the highway last year, and in accept- 
ing the state highway department 
provided a detailed planting schedule. 


For the third consecutive year, the 
Equitable Security Trust Company, 
Wilmington, Delaware, recently con- 
ducted its “Bankers for a Day” program 
in which 20 high school juniors spent 
the day in study groups with bank offi- 
cials and in working as tellers, book- 
keepers, interviewers, etc. The “bankers 
for a day” then returned to their class- 
rooms to report their observations and 
conclusions to other students in business 
education and social studies classes. 


« 


Plans are underway to expand the 
quarters of the Baltimore Branch of 
the Federal Reserve Bank of Richmond, 
Virginia, by adding 4 floors, or some 
40,000 square feet of space, to the pres- 
ent 6-story building. The Baltimore 
branch’s work load has virtually doubled 
since the end of World War II. In 1953, 
60,859,000 checks were handled as com- 
pared to 31,459,000 in 1941; currency 
and coin amounting to $1,635,191,223 
were handled in 1953 as against $792,- 
638,641 in 1941. 
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In announcing a new $7,500 scholarship 
trust fund for Northeast Louisiana State 
College, Monroe, R. L. Vanderpool, Jr., 
president of The Ouachita National Bank 
in Monroe, said that the fund was to 
encourage students of the area to pre- 
pare themselves for banking and busi- 
ness careers. 
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The Junior Achievement Bank of Bos- 
ton was awarded first place among 67 
J. A. banks throughout the country in 
the bank section of the service group 
in the national junior achievement com- 
petition. The annual award was based 
on the entire bank structure: sales, at- 
tendance, records, assets, liabilities, 
profit and loss statement, and general 
management by both the junior achievers 
and The First National Bank of Boston, 
the sponsoring organization. 
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To help relieve congestion at the Grand 
Central subway station in New York 
City, The Bowery Savings Bank recently 
installed a new subway escalator for the 
publie’s convenience. The escalator will 
be in operation between 6 a.m. and 8 
p.m. The Bowery also opened new de- 
posit and new account windows at the 
foot of the escalator outside the subway 
turnstiles. 


e 


The Chicago, Illinois, office of the 
\merican Bankers Association was re- 
ently moved to larger quarters at suite 
74, 33 South Clark Street. 
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The Bank of Nova Seotia 
abil Canad eee 


Since 1832 “‘Ask The Bank of Nova Scotia’? has been 
open sesame to authoritative information and expert 


guidance on matters of finance and banking. 


For all those with business. interests in Canada, 
The Bank of Nova Scotia offers complete banking 
facilities and information. Just ask The Bank of 


Nova Scotia! 
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Services Rendered by Commercial Banks to the Federal Treasury 


By C. Edgar Johnson 


Vice-president, The First National Bank of Chicago, Chicago, Illinois 








The committee on Federal Depository’ 


Functions and Fiscal Procedures of the 
American Bankers Association, of which 
I am currently chairman, welcomes any 
appropriate opportunity to allay the per- 
sisting misconception of the purpose of 
the tax and loan account depository sys- 
tem and of its manifold advantages to 
the general economy and in particular to 











Now — BETTER Vault 
Steps at LOW PRICES 
CARD Sturdi-Lite 


ALUMINUM—Tubular Frame con- 
struction—STRONG and RIGID, 
yet Surprisingly Light. They make 
upper boxes more rentable. 

Always Bright, Neat Looking—no up- 
keep cost. Rubber feet prevent slipping. 
NON-SKID Rubber Treads on One- 
piece Cast Aluminum steps. 10” between 


steps in both models. Top step 934”x 16”. 
Lower steps 9”x 14”. 


2-STEP MODEL—No. 202 


20” high, 17” wide, 
184%” long. Price $95.00 
F.O.B. Detroit, Mich. 


3-STEP MODEL—No. 303 


30” high, 17” wide, 26” $97.50 


long. Price F. O. B. 
Detroit, Mich. ‘ 
(with casters add $5.50) 
3-, 4-, 5- and 6- STEP SAFETY LADDERS 
now available, 10 day shipment. 
Write for details or send order to 


D. R. CARD CO. 


830 Merchandise Bldg., 
MINNEAPOLIS 3, MINN. 
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the United States Treasury. 

In recent months there have been 
further indications of the erroneous be- 
lief among some legislators and others 
that the maintenance of non-interest 
government deposits in commercial banks 
rather than in the Federal Reserve Sys- 
tem represents a windfall to the com- 
mercial banks. 


There is also a general lack of appre- 
ciation of the widespread services ren- 
dered by commercial banks to the Federal 
Treasury. We think that bank officers 
should have a practical understanding of 
both the depository function and the 
Treasury services in order to be in 
position to discuss them at any time. 
It is particularly important that they 


| take advantage of any opportunity that 
| arises to clarify this entire matter with 








individual members of Congress. 

Out of the fourteen thousand eligible 
banks in the United States, approxi- 
mately eleven thousand have government 
deposits. These accounts serve as a pipe- 
line for the flow of taxes and the pro- 
ceeds of the sale of government securities 
from the public into the Treasury’s ac- 
counts at the Federal Reserve Banks. 
The Treasury draws as it needs funds 
against these accounts. Normally the 
balances in these accounts equal two to 
four weeks’ expenditures of the govern- 
ment. 

The Treasury’s Secretary Humphrey 
has stated that the Treasury keeps money 
in banks because it is the most efficient 
and economical way to handle the govern- 
ment business and it avoids withdrawing 
funds from communities before they can 
be returned through government dis- 
bursements. This system enables the 
Treasury to keep a smooth flow of money 
despite the unevenness of the flow of 
government revenue and expenditure. 
During heavy tax periods, particularly 
the middle of March, there would be a 
tremendous shifting of funds between 
banks and communities to the accounts 
of the government at the Federal Reserve 
Banks. This could play havoc with the 
banking system and business and with 
some local communities. It would be en- 
tirely possible, that in order to meet such 
withdrawals, banks would have to re- 
strict credit and liquidate securities in 
the market. 

The clerical work now performed by 
banks would cost the government millions 
of dollars of additional expense if this 
was handled in any other manner. 

Treasury Secretary Humphrey has re- 
peatedly pointed out that commercial 
banks are prohibited by statute from 
paying interest on demand deposits, pri- 
vate or public. He has defended the policy 
of keeping Treasury funds in the com- 
mercial banking system on two main 
grounds: (1) stability in the money 
markets, and (2) compensating services 


rendered by the banks to the Treasury. 

The list of services rendered by banks 
is a long one. Briefly, here are some of 
those services: 


1. Sale of U. S. Savings Bonds. During 
World War II the banks carried the 
burden of sale and distribution of war 








C. EDGAR JOHNSON 


Defends depository system 


savings bonds. It is estimated that at 
least 80 per cent of all securities sold 
during the war represented bonds sold 
by banks themselves and those sold by 
other organizations and volunteer solici- 
tors to investors, who paid for and re- 
ceived their bonds through the banks. It 
should be noted that no fees were re- 
ceived by the banks for this service. 

Moreover, the banks are continuing to 
render the service in peace time. During 
the period of July 1, 1952 to June 30, 
1953, our bank sold 105,593 individual 
savings bonds over the counter at a direct 
cost of approximately 32 cents per bond. 

On January 1, 1954, most of the post 
offices in the country discontinued issuing 
“E” bonds and most of this work has 
been taken over by the banks. 

2. Government Securities. In addition 
to the issuance of U.S. Savings Bonds, 
banks handle the subscriptions to other 
types of government securities without 
commission or reimbursement. They also 
handle the matured bonds for exchange 
into new issues or for payment. 

3. Redemption and Cashing of Sav- 
ings Bonds. In the past eight years banks 
have redeemed close to eight hundred 
million bonds totaling approximately 
thirty-three billion dollars. While banks 
are receiving a nominal fee for cashing 
these bonds, this amount covers only : 
small part of the redemption costs. 

In our bank last year we cashed ove~ 
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| 350,000 bonds, the majority of which | 
were for strangers or people unknown to 
us. This required a tremendous amount of 
identification work on the part of the 
| bank. It is estimated that our cost is 
about 43 cents per bond redeemed. 

4. Foreign Funds Con‘rol. Banks are 
cooperating closely with the U. S. Treas- 
ury’s foreign funds control to prevent 
leakage of American assets into certain 
foreign lands. This service requires banks 
to keep supplemental records and make 
and file many reports to the Treasury. | 
Only last month the Treasury Depart- | 
ment requested all banking institutions | 


een 


to cooperate with them to enforce the 
Foreign Assets Control Regulations pro- 
hibiting unlicensed remittances to Com- 
munist China, both direct and indirect. 
5. Collection of Taxes. Approximately | 
94 per cent of all withholding and social 
security taxes withheld from salaries 
and wages are now being paid through 
commercial banks. This procedure op- 
erates under the depository receipt plan 
whereby the bank accepts the tax pay- 
ment from the tax payer and credits the 
amount to the Treasury Tax and Loan 








MODEL 250 
BRANDT AUTO- 

MATIC CASHIER 

Delivery chute type. 
Coins delivered di- 
rect to customer up- 
on depression of a 


Account, The banks issue a memorandum excel cas. 
receipt to the tax payer and forward the 
deposit form to the Federal Reserve oo 122 


BRANDT AUTO- 
MATIC CASHIER 


Trap door type. 
Coins delivered to 
customer by opera- 
tor following de- 
pression of a single 
key. 


Bank. Excise taxes are being handled in 
a similar manner. To a certain degree 
banks are, in effect, acting as tax col- 
lectors for the government. 

The funds thus accumulated are with- | 
drawn gradually as needed by the gov- 
ernment through periodic calls, thereby 
reducing the impact on the banks during 
these tax periods and, at the same time, | 
stabilizing the short term government 
{ bond market. For example, many banks 
on March 15 and June 15 are required to 
sell securities in the open market in order . 
to anticipate and meet heavy withdraw- every respect because of their 
als. The present procedure has made these . 
withdrawals more orderly and has been great speed, their absolute ac- 
very beneficial to the economy of our curacy, their sturdy, durable 
country. 

6. Reporting Interest and Dividends. construction. 

7 All banks are presently reporting in- 
terest paid on savings accounts when it 
. amounts to more than $600 in a calendar 
year. Banks acting as disbursing agents 
0 for corporations in the payment of divi- . : . © Depression of a singlekey 
g dends are also required to report on the teller’s window in your bank completes a payment 

) Form 1099 all dividends paid over and . ‘ 7 ¢ ‘ 

; shove ten Glace enue. with the coin paying machine ® Automatic coin payment 


t . 7. Reporting Currency Transactions. that has enjoyed the confi- control 
i ‘ Two types of large currency transactions 


st \ must be reported to the Federal Reserve dence of bankers for more.than ®@ Removable coin magazine 
g Banks for the use of the Bureau of 


1s Internal Revenue, and these reports in- sixty-three years, the Brandt @® Non-glare green key- 
volve a considerable amount of work. ° . board 

n The reports must be made on (1) trans- Automatic Cashier. 

s, actions involving $2,500 or more of @ Rich gray enamel finish 
United States currency in denominations 


it of $100 or higher, and (2) transactions 


50 involving $10,000 or more of United 
x States currency in any denomination. 

, It should be pointed out, in order to 
" meet the criticism by some of the coun- 


= cry’s legislators on the operation of the 
od Treasury Tax and Loan Account, that AUTOMATIC CAS HIER C @O. 
by these funds are always subject to call by 
bs the Treasury. While the banks do benefit WATERTOWN, WISCONSIN 
-” in having the use of these funds over a Established 1890 
- short term, it is only compensation for 

ervices rendered to the Treasury De- 
- sartment. **Brandt’’ and '’Cashier’’ Registered United States Patent Office and Canadian Trade Mark Office 
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meet bankers’ requirements in 


1S. ee OF 
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of service by equipping every 
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New and Modernized Bank Exteriors—In Pictures 


Some of the current styling features from many parts of the country 























“Santa Fe” styling of the new home of The First Na- of the new Riverside office of Berks County Trust Co., 
tional Bank of Santa Fe, New Mexico. The exterior Reading, Pennsylvania. The bank’s name is mounted in stain- 
blends with its historic surroundings; inside the bank less steel letters that contrast sharply with the dark 


is modern in every respect. background of the pylon. 














TRADITIONAL ARC HITECTURE is exemplified by the BLACK SUEDE CARRARA GLASS was used to finish the pylon 











PLEASING CONTRASTS are achieved in the exterior construction ENCASED BANK SIGN and recessed full-length 





of the Highland Heights branch of Union Planters National Bank, glass entrance are featured in the new quarters of 
Memphis, Tennessee, by use of Roman brick, plaster pylon and the First National Bank of Stevenson, Alabama. 
glass. Two signs display bank’s name prominently. The encasement conceals light fixtures. 

















Cu ~oney com pany 

SEASHORE STYLING to blend with the locale is found in the mahogany-finish and 

slope-roof exterior of the Mid Island branch of The Beach Haven (New Jersey) 
National Bank and Trust Company. 











BEAUTIFUL SPANISH OAKS were left undisturbed when the ~<a National 
Bank of Alamo Heights, San Antonio, Texas, built its new quarters. The result 
was this attractive facade and irregular lines. 
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BLUE PEARL GRANITE, grey cer- 
amic tile and the bank’s name in 
bronze letters make the entrance of 
the newly modernized Citizens Bank, 
Warrensburg, Missouri, striking. 





Burroughs Clearing Hous« 




















Cunneen Company 
SIMPLICITY OF DESIGN distinguishes the new Duncansville branch of 
The First National Bank of Claysburg, Pennsylvania. The exterior treat- 
ment comprises a combination of dark red brick, light rust stucco and 
large Thermopane windows. 





~ 


HE 34) 


ee Ags 


oe her 
" bat 






B i 
r 
j 
tI sores 
; 
‘ 


7 eee 


AA 

















Cunneen Company 


ETOWAN AND ALBERENE MARBLES 
beautify the facade of the recently re- 


PINK EXTERIOR, modern informal design and elevated bank name make modeled National Bank of Keyser, West 
the new Camelback office of The Bank of Douglas, Arizona, stand out Virginia. The entrance to the new building, 
dramatically against the landscape. Vertical and horizontal lines enhance one of the city’s most modern and har- 
, the building’s charm. monious,’is of custom aluminum and glass. 
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Bank Building Corporation of America 


FLAGSTONE CORNERS highlight the exterior of the MODERN CLASSIC DESIGN is found in the new building of 

Baldwin Hills office of the Citizens National Trust & the Rapides Bank & Trust Company, Alexandria, Louisiana. 

Savings Bank, Los Angeles, California. Extensive glass The impressive, modern look is enhanced by uninterrupted 

areas and stucco construction are used on the rest of window installations which add to the beauty and afford 
the new building’s facade. maximum light. 





























Cunneen Company 
COLONIAL BEAUTY of the new Wilson branch of CLASSIC DISTINCTION is typified in the limestone exterior of 
The Easton (Penn.) National Bank, expresses the the new Kentucky Avenue branch of the Indiana National Bank 
traditional atmosphere of the bank’s locale. of Indianapolis. The bank affords parking space on three sides. 
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Lock Box H is a symbol of speed— 


night and day, seven days a week 


It’s a synonym for fast handling—Lock 
Box H. Mail so addressed arrives at the 
Chicago Post Office directly across Clark 
Street from the Continental Illinois Bank, 
at all hours of day and night. And bank 
messengers pick it up at frequent inter- 


vals, night and day, every day of the week. 


All items are promptly processed to take 


Continental Illinois National Bank 


every possible advantage of check clearing 
hours in Chicago and other cities, as well 


as schedules of outbound trains and planes. 


Use Lock Box H envelopes to speed all 
your sendings. We will gladly send youa 
free supply on request. Please specify 
whether you wish air mail or regular en- 


velopes, or both. 


and Trust Company of Chicago 


LOCK BOX H, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 


Burroughs Clearing House 
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Plant personnel departments distribute small loan applications, often verify credit data 


A DIRECT APPROACH 





On-the-Job SMALL LAN PLA 


Making consumer credit readily available to workers 
at plants has proved to be practical and profitable 


UR Preferred Loan Plan repre- 
sents a modern version of the 
old adage about Mohammed 

going to the mountain. 

Since 1945, we have achieved a 
gratifying measure of success with 
this program of bringing the bank’s 
small loan service direct to the per- 
sonnel of various plants and other 
business organizations in the Phila- 
delphia area. Our loan volume from 
this source now runs easily into seven 
figures and nets a gratifying return. 





COVER PICTURE 


Workers at Philadelphia firm scan 
announcement of in-plant personal 
loan service. 





June, 1954 


By 
ALEXANDER GUNTHER 
Vice-President, 


The First National Bank of Philadelphia, 
Philadelphia 1, Pennsylvania 


The particular situation at the First 
National has made such a program 
especially logical for us, but it would 
also seem feasible and practical for 
other financial institutions. 

When I joined the bank some years 
ago, after serving with a New York 
correspondent that had long pioneered 
in consumer credit, my primary task 
was to explore the local market for 
small loans. Previously the First Na- 
tional had done practically nothing in 
this field. Some way had to be found 
of overcoming such hurdles as a com- 


plete lack of neighborhood branches, 
and a strictly “wholesale” type of 
banking operation. We even had no 
savings, mortgage or small checking 
account service to attract individuals 
who might also be small loan prospects. 
We did serve an impressive number of 
large corporations employing thou- 
sands of people. This provided one 
hopeful clue. 

Since it did not seem likely that we 
could attract many of these indi- 
viduals to our main office or two 
branches in the financial district, we 
decided to try to reach them at their 
places of business—taking advantage 
of our fine contacts with corporate 
managements. 

One immediate conclusion we 
reached was that the proper initial 
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approach was at the management 
level. We would first endeavor to sell 
this top-level group on the benefits of 
the plan for employees, rather than to 
solicit individual workers. 

However, before approaching man- 
agement officers we saw the need of 
developing an attractive “sales pack- 
age” that would tell the Preferred 
- Loan Plan story in a concise, practical 
way. So our first step was to prepare a 
brochure outlining the program’s ad- 
vantages to management and to their 
employees, and stressing comparative 
loan charges. 


HEN at the outset we went to the 
firms with which our relations were 
especially close and friendly, and were 
successful in obtaining top-level ap- 
proval of the idea of making our small 
loan service readily and_ directly 
available to the plant employees. Our 
next step was to win the cooperation 
of the personnel directors. This 
usually was not too difficult, where 
management had showed an interest. 
In fact, we found that many of the 
industrial relations officials were be- 
coming increasingly concerned over 
the financial problems of their em- 
ployees, and felt that something had 
to be done. Frequently they reported 
that they were unduly burdened with 
hard-luck stories, and besieged by the 
collectors of some loan firms during 
working hours. We explained that our 
loan service would tend to minimize 
the constant piling up of minor debts, 
followed by a succession of phone calls 
and high pressure collection attempts. 
Often the personnel heads had 
evidence that some of the time lost by 
personnel due to “sickness” really 
represented money trouble and the 
individual was out arranging a loan. 
One of the most effective sales argu- 
ments we developed was that a com- 
pany would be able to keep workers at 
the machines with less time loss if 
some dependable loan service was 
brought into the plant. 

Quite generally, we have found that 
the personnel managers are seeking 
answers to the problems involved, and 
that our visits are welcomed. 

Of course, some objections are 
raised. In some cases, it is pointed 
out that the firm maintains a welfare 
fund or company-endowed loan fund. 
Our answer is that the Preferred Loan 
Plan is an adjunct to such funds, and 
goes well beyond their scope. 

When the existence of a credit union 
is cited, we laud them as being excel- 
lent but suggest that our loan service 
can be used to supplement such co- 
operative arrangements, and take care 
of problems or purchases that for 
various reasons are not handled by the 
credit unions. 

Other firms contend that they do not 
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Your company, 


im cooperation with 
‘The First National Bank of Philadelphia, 
makes it pessible for you te get 


personal loans 
> hee 








publicly advertised rate in Philadel ja for 
sonal loans, Ke 

What's more, you do not need to lose time 
from your job to visit the bank, you can get 
simple ication forms bes your Personnel 
Office. Service is quick and confidential. You 
can borrow with ¢ te assurance that no one 
will pry into your affairs. You borrow from a: 
tepay the bank directly. Your company has 
arranged to provide this service as a convenience 
to yr and in order to save you time and money. 

chart on the page of this folder 

shows you typical monthly payments and costs. 
Remember, it's like throwing money out the 
window to pay more! 


Folder distributed to employees by participating firms 


want to “put the stamp of approval” 
on any one bank, by making its loan 
service available exclusively. Our 
answer to this contention is that we 
personally think it is confusing and 
generally inadvisable to have a multi- 
plicity of plans offered to the em- 
ployees. We stress the simplicity and 
feasibility of our plan. However, we 
also state that if management desires 
to include in the program other finan- 
cial institutions offering comparable 
terms and advantages, we have no 
objection. 


ATURALLY, we don’t have a per- 
fect batting average in our indus- 
trial contacts, and sometimes find com- 
panies that are securely linked with 
other banks, or are just “not inter- 
ested” for other reasons. 

One of the major talking points for 
our Preferred Loan Plan is certainly 
the advantage our differential in rate 
gives to employees. Wherever possible, 
we arrange to have the plant’s person- 
nel department handle the distribution 
of loan applications and later verify 
from employee records the signature 
and some of the credit data before 
passing an application along to us. In 
some instances, too, management will 
agree to making collections through 
payroll deductions. 

Where the company thus enters the 
picture, as a service to employees, it 
saves us some out-of-pocket costs and 
we make such loans at a special low 
rate below the standard personal loan 
charge of $6 a $100. If the company 
merely passes out application forms on 
request and goes no further, the 
standard rate applies. 

Our field man who solicits this type 
of business always endeavors to train 
someone in the plant personnel depart- 


ment to handle the applications. He 
discusses with that individual the 
customary tasks involved, finds out 
what specialized employee problems 
have been encountered, and deter- 
mines the organization’s average wage 
as well as its labor turnover. Our 
representative also reviews with the 
personnel man some _ hypothetical 
cases, involving loan applications of 
varying amounts, and cites our credit 
requirements in much the same way 
that we train our own credit inter- 
viewers. 

Despite this coaching we occasion- 
ally get applications where there is no 
sound basis for credit. In such in- 


The First National initially approache 


Explanatory brochure developed as a “sales 


package” for top-level contacts 


TO SOLVE A PROBLEM FOR EMPLOYERS 


PREFERRED 


LOAN PLAN 


Presented By 


THE FIRST NATIONAL BANK OF PHILADELPHIA 
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THE PHILCO CORPORATION 


Announcement of 
Philadelphia, Penna. 


TO ALL EMPLOYEES: SPECIAL PERSONAL LOAN SERVICE 
PROVIDED BY 
THE FIRST NATIONAL BANK OF PHILADELPHIA 
FOR THE EMPLOYEES OF THIS COMPANY 


Interested employees havé brought to our attention the fact that, under 
the pressure of necessity, fellow employees are borrowing money, fre- 
quently at high rates of interest. Recognizing this situation, arrange- 
ments have been made with The First National Bank of Philadelphia to make 
its "Personal Loan Plan* available to all employees of this Company in 
the Philadelphia Area so that loans for essential purposes may be obtained 
on favorable terms. The main features of this arrangement ares 


A special arrangement has been made under which the Personal 
Loan Service of The First National Bank of Philadelphia is 
available to employees of this Company on the following basis: 
Loans, payable within one year (or more if circumstances ee if ci 
warrant), may be applied for in amounts from $100. upward, Loans, payable within one year (or more, if circum- 
depending upon the employee's salary and the purpose of the stances warrant) may be applied for in amounts from 
= $100. upward, depending upon the employee's salary 


No co-makers or collateral will be required, although and the purpose of the loan. 


if married the borrower's wife or husband (unless legally 
a will be required to sign the note covering the No co—makers or collateral will be required, although 
oan. : . 


if married the borrower’s wife or husband will be 
required (unless legally separated) to sign the note 
covering the loan. 


Interest at the rate of $5. per $100. a year will be deducted 
; from the face amount of the note. 


The Preferred Loan Plan protects your family by including life 
insurance at a nominal cost, which, in the event of death, pays 


all payments remaining due on the loan. Interest at the rate of $6. per $100. a year will be 


added to the face amount of the note. 
Deductions from pay will be made by the company at payroll : 

periods and remitted monthly to the Bank to accumilate a sum H in- 
to pay off the employee's loan at maturity. The Preferred Loan Plan protects your family by in 
cluding life insurance at a nominal cost, which, in 
the event of death, pays all payments remaining due 


on the loan. 


Loans for the purchase of new and used cars, down payment on 
homes or repairs on presently owned property, taxes or for any 
other reasonable purpose may also be applied for under the 
payroll deduction feature of this arrangement; the Bank will 


furnish information as to such loans to any interested employee. Loans for the purchase of new and used cars, down 


payment on homes or repairs on presently owned prop- 
erty, taxes or for any reasonable purpose may also 
be applied for under this arrangement; the Bank will 
furnish’ information as to such loans to any interested 
employees. Phone LO 3—8300 or call at 


The Bank's general requirements are that a borrower shall be at least 
twenty-one years of age and shall have been in the employ of the Com- 
pany at least one year. 


Questions regarding this arrangement may be taken up directly with the 
Personnel Department or their designated representatives. 


Fifteenth and Walnut Streets 32nd and Market Streets 


Vice President in Charge of Personnel 315 Chestnut Street 











Typical corporate letter to employees outlining plan Bulletin board announcement supplied by First National 


Bank loans readily available at plant level help solve workers’ financial problems 


stances we may call the plant person- 





nel man and explain the situation; we 
may also suggest an adjustment that 
would make the loan bankable. Some- 
times the personnel man will call on 
his own initiative and provide addi- 
tional information on the employee. 


The function of the personnel de- 
partment ends with the completion of 
the application, however. It comes to 
us without comment and the company 
has no part in making the ultimate 
credit decision or no responsibility in 
case the loan becomes delinquent. 

If management approves, we dis- 


ticipants and prospects with great 
regularity, we supplement his activ- 
ities with an “Industrial Relations 
News” bulletin which covers timely 
developments of direct interest to 
management and personnel officials. 
This four-page bulletin is distributed 
to some 850 concerns in the Philadel- 


he corporate management on the program cuss the loan program with the labor phia area. Also, special promotional 
— organization at the plant, and fre- letters are prepared periodically, 
, First National representative reviewing quently it has worked jointly with the stressing the advantages of the Pre- 
ales 








brochure with management officer 
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company in the development of the 
plan. In each instance, the plan is 
“custom tailored” to meet the special- 
ized needs and preferences of the in- 
dividual firm. 

Constantly, the volume of loans 
from this source has been increasing 
and at the present time, at the level of 
seven figures annually, it represents a 
very profitable operation. Delinquen- 
cies are below average because of the 
close cooperation between employers 
and the bank. Besides personal loans, 
the plan also brings the bank a worth- 
while volume of loans for auto and 
appliances purchases and home re- 
pairs. From the standpoint of em- 
ployees, the Preferred Loan Plan not 
only provides financial assistance in 
emergencies but also helps to solve 
their transportation and shelter prob- 
lems, at minimum cost and with 
maximum convenience. 

Since it is impossible for our field 
man to contact all the industrial par- 


ferred Loan Plan. And, folders in any 
quantity are available for management 
distribution to employees, explaining 
how the company in cooperation with 
the First National Bank has made it 
possible for the employees to obtain 
personal loans at reduced rates. 


HE success encountered in “sell- 

ing” the Preferred Loan Plan to a 
given enterprise, we have found, is 
largely dependent upon how interested 
management is in the financial prob- 
lems of their employees. 

For banks that may want to con- 
sider a similar program, we would like 
to emphasize two precautions: 

1. At the time of the original presen- 
tation of the plan, have the facts thor- 
oughly understood as to the responsi- 
bilities of the bank and the employer. 

2. A brief but effective credit train- 
ing program at the plant personnel 
level is a necessary part of a success- 
ful plan of this type. 
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Its objective is to equip students more effectively 


for the business world... two financial 
institutions are participating 


MILWAUKEE PROJECT 
IN ARITHMETIC INSTRUCTION 


URING recent months, two finan- 
cial institutions in Milwaukee, 
Wisconsin—Marshall and LIlsley 

Bank and The Northwestern Mutual 
Life Insurance Company—have been 
taking part with a limited number of 
schools in an educational experiment 
that is of considerable interest to 
banking and business in its training 
implications. 

The experiment is in the method of 
teaching arithmetic, and is revolution- 
ary to the extent that mechanical as- 
sistance is provided for students even 
in the earliest grades. The use of a 
new type of abacus, for example, is 
part of the curriculum of first graders. 
It is an appealing piece of equipment, 


While evaluation tests are still in process, indications are that students make faster prog 


THE ABACUS ... 


By 
HENRY J. BOONE 


Editor, Burroughs Clearing House 


in the nature of an educational toy, 
that becomes a practical counting de- 
vice and a learning aid in the funda- 
mentals of arithmetic. Its use is 
continued through the second and 
third grades. 

Beginning with the fourth grade, 
and from then on through inter- 
mediate and junior schools and up 
through the ninth grade in high 
schools, students are provided with 
modern adding machines. These are 
used in regular arithmetic classes 


Younger students use this simple counting device. At left 


is Dr. Andrew F. Schott, who developed the complete training program 
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until such time as students enter spe- 
cialized courses. 

Taking part in the arithmetic ex- 
periment, which has been under way 
since the beginning of the present 
semester in February, are a total of 
seven public and parochial schools in 
Milwaukee and Milwaukee County. In 
these schools, some 1500 students and 
30 teachers are participating in the 
program. 

It is in this process of teaching 
arithmetic by modern methods that 
the financial institutions come into 
the picture. Advanced students, al- 
ready familiar with adding machine 
operation, are taken in groups to the 
bank and the insurance company 


ADDING MACHINE .. . Used in arithin«: 
Observing, at right, is Vice-Presiden 








Burroughs Clearing House 
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§ from fourth to ninth grades . . 
tlicher of Marshall and Ilsley Bank 

















School program includes visits to Marshall and Ilsley Bank (above) and Northwestern Mutual Life Insurance Co. 


The tie-up between mathematical instruction and its later application to business is stressed 


where they can see, at first hand, how 
their work is leading to actual banking 
and business procedures. Definite 
schedules for these visits are arranged 
and special demonstrations have been 
developed by the institutions to tie-in 
with the overall program. 

Wide publicity in the Milwaukee 
press has accompanied both the initia- 
tion of the experiment and its prog- 
ress. A typical report, published by The 


athematics by using these mechanical aids. 
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Milwaukee Sentinel, has this to say: 
“The dream of every grade-schooler, 
an adding machine to use in math 
classes, may come true for Milwaukee 
pupils. Experiments now going on in 
local schools have shown that students 
learn faster and understand better 
when their number-training is spiced 
by sessions at an adding machine.” 
Behind the arithmetic experiment is 
a period of three years of exploratory 


It’s also better training for 


work by Dr. Andrew F. Schott who 
was then in the teacher-training de- 
partment of Wisconsin State College, 
Milwaukee, and who is now lecturer 
in the School of Business Administra- 
tion at Marquette University. His 
search for a more effective method of 
teaching arithmetic followed on the 
heels of a somewhat.similar venture 
in developing a teaching program in 
See ARITHMETIC PROJECT—Page 84 


business jobs 


BOOKKEEPING MACHINE ... President A. S. Puelicher at the bank watches students 
operate this equipment as a part of their “try it yourself’ workshop experience 














Policies of a bank that has an outstanding 
portfolio of this type of paper 


Miv Were “Long” on 
FARM EQUIPMENT LOANS 


UR bank has been making farm 
machinery loans for 15 years or 
more. At first we made just an 

occasional loan of this type. They all 
turned out well, and so we began mak- 
ing a few more of them. Our volume 
has grown steadily. Since 1950 it has 
snowballed. 

In 1950 our outstandings at peak 
were approximately $750,000. In 1951 
we passed $1,000,000; in 1952, $1,500,- 
000. On September 30, 1953, we had 


By 
FRED A. BLOODWORTH 


Executive Vice-President, The American 
National Bank of Gadsden, 
Gadsden, Alabama 


2,000 loans of this type totalling just 
over $2,000,000. 

Since our total deposits at that same 
call were approximately $16,000,000, 
it is clear that we are doing a sub- 
stantial proportion of our loaning on 





farm machinery. The ratio to total 
loans last fall was 2 to 6.9. The first 
reaction of other bankers when we 
tell them this is an obvious, even if 
unexpressed, wonder whether we have 
not crept out on a long, slippery limb. 

Theoretically we would prefer a 
greater diversification of our loan 
portfolio, but our present exposure is 
not so great as it sounds. To make 
this point let me cite our actual, cur- 
rent experience with farm machinery 


Two of the methods the bank uses in obtaining credit data on farm equipment loan customers 


Most loans come from dealers, who provide facts on borrowers 


Sometimes outlying banks supply the desired data 





The American National Bank of Gadsden, 
Gadsden, Alabama. 


Gentlemen: 


DEALERS TRANSMITTAL LETTER 


Enclosed is note and mortgage of_____John domes 70. 70 : 


THE AMERICAN NATIONAL BANK 


GADSDEN, ALABAMA 


CREDIT REFERENCE INQUIRY 


__Jan, 15, 1954 


POST OFFICE pare 





together with copy of our bill of sale covering the order, which we ask that you purchase = without 


recourse on us. The net amount due us is $990.00... 


The information furnished you below, while not guaranteed, has been obtained from the pur- 
chaser and we believe it to be true. We have no unfavorable information on the purchaser and regard ~ 
him as a good credit risk. 


Yours very truly, 


Northeast Alabama Tractor Company _ 
* Dealer 





owns 40 acres of land, Estimated value $8,000.00 Mortgage $2,500.00 
Payable $.200____per year, 
Purchaser 
‘ 4 
( rents 20 acres of land. Landlord John Smith ___ Rent (1/8 and 1/4. 
Purchaser owes no debts except the mortgage listed above and 
: kt MeO enOrUMEEG 





SPREE aa Rea bo. payable. 





19 $4 crop will consist of 10 ____acres of cotton,.30.___acres corn,_10____acres other. 
Purchaser owns, in addition to the machinery purchased herewith,__.0 ____tractor(s) and other farm 
machinery valued at $500.00... 





Purchaser owns._1____milk cows,__0____other cattle,_2____sows,__10 
Purchaser dogs business with. Sand Mountain Bank _Bauk, 


other hogs. 
__Boaz____Ala. 





Thereby certify that the above information is true. 











NAME OF REFERENCE 


_.. Boaz, Alabama 


ADRESS 








ee 
LL YOU KINDLY GIVE US YOUR OPINION OF = Ferien agronge STANOING AND GENERAL 
REPUTATION FOR PROMPTNESS, RESPONSI! HE UNDERNAMED? —— 
REPLY WILL BE HELD CONFIDENTIAL AND WE WILL 'S DLY Recienocate AT ANY Timi 
ENCLOSED IS A STAMPED ADDRESSED ENVELOPE FOR YOUR REP! 


YOURS VERY TRULY, 


Northeast Alabama ‘Tractor Co 


——_dohn 


NAME OF CUSTOMER 


_-Route_f 





apoRESs 


Boaz, Alabama 





HOW LONG HAVE YOU KNOWN THE apover__10 years oo 
HAVE YOUR BUSINESS RELATIONS BEEN SATISFACTORY? Yes 
WHEN WAS YOUR LAST SALE OR LoaN?___1953 How securco.__Chattel Mtge .__ 
HIGHEST CREOIT—-LAST Six MONTHS $1,200. opEN ACCOUNT $ notes $1,200. 
TERMS OF SALE. Fall 











AMOUNT NOW OWING §$..None. AMOUNT NOW PAST DUE $. 

PROMPT, FAIR OR SLOW pay._Prompt ss Goon, Fair or Poor risk__Goeod 
GENERAL REPUTATION Good BUSINESS ABILITY...__Fair 
YOUR ESTIMATE OF NET WORTH $__ 6,000. ESTIMATED ANNUAL INCOME $_3,000. 
FURTHER INFORMATION THAT WILL BE OF ASSISTANCE TO US IN EXTENDING CREDIT______ 


We have made crop production loans for 10 years...All paid —___ 
as agreed. 














sicNeo Sand Mountain Bank = 





Burroughs Clearing House 
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The bank stresses farm machinery financing because it increases the area’s productive wealth 





Analysis of the Farm Equipment Loan Portfolio 

















Percentage of Number of Original Unpaid Percentage of 
Face Outstanding Accounts Amount Balance Outstandings 
50 and under 880 $1,040,460.91 $ 457,978.98 33.5 
51 to 66% 205 228,076.44 141,836.31 10.4 
6624 and up 240 275,975.44 217,967.65 16.0 
100 (new) 458 496,152.40 496,152.40 36.4 
100 (past due) 76 51,217.90 51,217.90 3.7 








1,859 $2,09 1,883.09 





$1,365,153.24 100.0 





—————EEE | 





About $2 out of every $7 loaned involves farm equipment 


loans, broken down in some detail. The 
table on this page gives the salient 
facts as of December 31, 1953, which 
was just about the end of the season 
for collecting on farm machinery 
loans, excepting the relatively few that 
are on monthly payments. 

In considering our outstanding bal- 
ance on September 30, 1953, we must 
make allowance that this is the real 
beginning of crop marketing in our 
area, and thus just precedes the open- 
ing of our collection season. The out- 
standings at that date fall into two 
classifications: 1. Loans a year or 
more old, which should be paid in 
full within the coming quarter; and, 
2. Loans made earlier this year, on 
which one-half of the face should be 
paid this quarter. Group 2 is approxi- 
mately double the dollar volume of 
Group 1. Thus, two-thirds of the out- 
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standing total should be collected by 
the end of the year. 

This past autumn saw us collect 
almost exactly two-thirds, in spite of 
the new high delinquency record of 
76 past due items shown in the table. 
Prepayments amounted to more than 
the delinquencies. 

Our average loan is $735. During 
the past four years our losses on farm 
machinery loans have aggregated less 
than $500. This is a better record 
than we have achieved on any other 
type of loan we handle except real 
estate mortgages, on which losses have 
been zero. Incidentally, that figure of 
76 past due accounts totalling a little 
over $51,000 on which nothing had 
been paid as of the end of the year, 
at 3.7% of outstandings is by far the 
worst year-end result we have yet 
reached. In previous years 2% was 


typical. This year’s delinquency came 
about because our area suffered a seri- 
ous drought during the 1953 crop sea- 
son, and some of our borrowers among 
the farmers were hit exceedingly hard. 
Still we anticipate no loss in conse- 
quence, though it is always possible 
that we might fail by a hair’s breadth 
to come out quite even on one or two 
of them. 

The bulk of our farm machinery 
loans are dealer paper. We have heard 
a great deal of talk on both sides of 
the question of direct loans vs. dealer 
paper in this field. Much can be said 
truthfully on either side. It nets down . 
to the fact that a good dealer can be 
a bank’s best friend, a poor dealer 
can bring down a ruinous collection 
record on the bank. It is the banker’s 
responsibility to select good dealers to 
get his business from, if he takes the 
dealer paper course. 

There is no doubt that life for the 
banker will be easier and sweeter if 
he handles direct loans only. In an 
argument on this subject with some 
neighboring bankers recently I ad- 
mitted that, and suggested life would 
be even sweeter and easier if we just 
stayed home in bed—but that is not 
what we are paid to do for our insti- 
tutions. If our bank were only 15 per 
cent or 20 per cent as large as it is, 
no doubt we could get plenty of good 
farm machinery loans direct from 
farmers, and we would confine our- 
selves to direct loans unless we had a 
close relationship with an unusually 
good dealer. Even if a bank makes 
only direct loans, it still has to make 
arrangements with a dealer to handle 
foreclosures and resales. 
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Almost unanimously bankers agree 
from experience that making sound 
farm machinery loans usually requires 
40 per cent down payments, with two 
crop years to pay. We handled some 
of our early loans on 33 per cent down, 
but we shifted to 40 per cent because, 
when we did have a repossession, we 
were just barely getting out. Now we 
breathe easier. We make perhaps 10 
per cent of our loans payable in three 
years instead of two, because we have 
found that it is more important to fit 
the size and maturity of payments to 
the borrower’s income than it is to 
stand firm on a rule. Our collection 
experience with three-year loans has 
been at least as good as for the shorter 
term, perhaps because we may be just 
a little extra careful in selecting those 
particular credits. We write about 20 
per cent of our loans on a monthly 
payment basis, which we prefer if the 
borrower’s type of farming fits such 
a schedule. We write none of our farm 
machinery loans for one year, though 
many of them pay out in a year. 

We believe that farm machinery 
loans can be handled successfully on 
the same fundamental principles as 
any other type of consumer credit. A 
man of good character with a record 
of steady employment and prompt 
payment of debts, whose income is not 
pledged up to the hilt, can walk into 
practically any bank and finance an 
automobile. We believe that an iden- 
tical man is as good a risk when 
financing a tractor for his farm. 

The old Three C’s apply, with a few 
extra quirks because the borrower is 
a farmer. His capacity must be up to 
earning the income to repay the loan 
—a question slightly more complex 
than with a wage-earner, because the 
farmer is his own manager and his 
managerial ability has more bearing 


on his ability to pay. We remind our- 
selves from time to time that a farm 
equipment loan is really only a third 
lien on the borrower’s income. First 
will come his living expenses, then his 
crop production loan, then our pay- 
ment. Another aspect of capacity is 
the capacity of the land he farms. On 
some land, nobody could possibly make 
machinery pay, even though he might 
let himself be talked into a tractor or 
a corn picker. 

His capital also is important. He 
must have capital to make the required 
down payment. And since farming 
is subject to the whims of nature, an 
additional reserve is very desirable. 


FOURTH C—collateral—is a fac- 

tor in all farm equipment loans. 
Any farm loan based primarily on 
collateral is a bad loan to begin with. 
But collateral is important as a safety 
valve. We want no loans on which the 
down payment is too low, and we re- 
quire additional payments to preserve 
his safe equity. Then, if the loan gets 
into real trouble, we should be able to 
liquidate it through the sale of the 
collateral. We use chattel mortgages, 
but the particular form of instrument 
to be desired varies with state laws 
and other local considerations. 

After the man himself, the most im- 
portant factor in handling farm equip- 
ment loans soundly is the bank. The 
plan must be sound, and it must be 
intelligently and consistently operated. 

As has been explained, we handle 
dealer paper. Much of this comes from 
points at the outer rim of our city’s 
trade territory, and some of it from 
a little beyond that radius. The rea- 
son is that other banks in our general 
neighborhood have an aversion to 
farm machinery loans which we find 
hard to understand, but profitable be- 


cause it opens the field to us. We never 
accept a dealer unless his local bank 
provides a letter saying they recom- 
mend him and do not want to handle 
the paper. 

A written agreement is very impor- 
tant. We copied our contract from one 
used by banks in Memphis. It pro- 
vides that new equipment sold to a 
satisfactory credit risk will be handled 
without recourse, but with a 5 per 
cent reserve. We find that the words 
“with recourse” tends to lull us into 
a false sense of security, leaving us 
relying too much on the dealer with- 
out checking the maker as closely as 
we should. We are confident that a 
5 per cent reserve protects us against 
anything but an economic collapse in 
which the dealer’s recourse endorse- 
ment would become valueless. All used 
equipment is handled with recourse 
since we are at the mercy of the dealer 
as to price and value. 

The other provisions of our contract 
are essentially simple common sense. 
The bank agrees to notify the dealer 
of 60-day past dues and to consult him 
on the handling of such items. In re- 
possessions, the dealer does the work 
and is paid for it at his actual ex- 
pense. The bank has 30 days in which 
to reject any note as undesirable and 
can charge back any advance made on 
it before that time. 

Annual settlement date for dealer’s 
reserve accounts is March 1. The con- 
tract provides that the bank will re- 
fund any reserve in excess of 10 per 
cent of the unpaid balances outstand- 
ing on notes purchased from the 
dealer, but shall not reduce the reserve 
below $500. Actually we refund down 
to 5 per cent on all dealer loans except 
household appliances, because under 
present conditions we consider 5 per 

See FARM EQUIPMENT LOANS—Page 86 


On collections, the bank walks a tight wire between undue risks and being unreasonably tough 


The teller makes out this record on all unpaid notes, and there 
are constant follow-ups 





NAME MAKER.._dohn J. Veteran 


PAST DUE RECORD 





ADDRESS______ Route 2, Albertville 





ORIGINAL AMOUNT ___.849.85 











DATE DUE 2-1-54 ~ UNPAID BALANCE 230. 40 
é AMOUNT PAST DUE 20.25. 
BOUGHT FROM.Jones Tractor Co. | SRNR. DD RESS___Albertville ____ 
ENDORSER OR SECURITY__.G._L_ Farm Equipment 
Maker Endorser 
REMINDER_Feb._1, 1954 REMINDER 





NOTICE No. 1__Feb,8,-1954 











NOTICE No. 1___Feb. 23, 1984 00000 0 


NOTICE No. 2__Feb. 15, 1954 _ NOTICE No. 2 
NOTICE No. 8 NOTICE No. 4 
LETTER______ Feb. 238, 1954 











OTHER ACTION TAKEN 








PROMISES._2/25/54_ States has 10 hogs to be-sold about-3/10/64— 
: Will pay in full et that time. 
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After routine efforts fail, Mr. Bloodworth (left) and 
President D. C. Wadsworth work on delinquencies 





Burroughs Clearing House 


























The author recommends to other small banks this plan of leasing lobby space to a travel agency 


Idea tor a SMALL BAM 
TRAVEL DEPARTMENT 


An independently operated service adds to bank income, 
attracts non-customers, boosts travelers cheque sales 


EVERAL years ago we were ap- 
proached by one of the air line 
representatives about the possi- 

bility of our opening a travel depart- 
ment in the bank for the convenience 
of their customers and ours. 

At that time, we made an investiga- 
tion of the suggestion and a survey of 
what the cost of operating such a 
department would be. The idea had 
appealed to us but we reluctantly came 
to the opinion that it would not be a 
profitable venture for us. 

Then we recalled that the Coryell 
Travel Service had been conducting a 
travel service in our community for a 
good many years from a small office 
in a downtown building. The service 
was operated by C. Stewart Coryell 
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By 
WALTON B. GEIGER, 


Vice-President, West Branch Bank and 
Trust Company, Williamsport, 
Pennsylvania 


and the thought occurred to us that 
he might be interested in obtaining a 
first-floor location that would be more 
convenient to the public. 

We approached Mr. Coryell with the 
proposal, found him interested, and 
arranged to lease him a portion of the 
bank lobby for his office and display of 
literature. His space was located near 
our side-door entrance, which made it 
readily available to travel customers. 
The location also provided a satis- 
factory means for his keeping appoint- 


ments for after-banking-hours service. 

Since moving into the bank, Mr. 
Coryell has increased his sales of 
travel and hotel reservations very 
substantially. In 1953, for example, 
he arranged for some 1,194 hotel res- 
ervations, 827 air travel reservations 
and 46 cruise reservations. 

The arrangement has been an en- 
tirely satisfactory one to the bank and 
we can highly recommend it. It has 
brought into our lobby many local 
people who had had no previous bank- 
ing relations with us. This has in- 
cluded many from surrounding towns, 
some from as far away as sixty miles. 
And, we might add, our sales of 
travelers cheques have recently shown 
a sharp increase. 
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» The rugged grandeur of Great Falls, fifteen 
P. otomac PB ortrait miles above the Capital—one of the major 


waterfalls of the eastern-central seaboard. 





NO. 5 IN A SERIES DEPICTING THE PRINCIPAL FEATURES OF WASHINGTON’S HISTORIC RIVER 





Ollie Atkins 






Old cut of Riggs & Company which 
had the WASHINGTON AQUEDUCT ACCOUNT 
a century ago when the first public waterworks 
was constructed from Great Falls to the City 








The RIGGS NATIONAL BANK 


of WASHINGTON, D. C. 
FOUNDED 1836 ¢ LARGEST BANK IN THE NATION'S CAPITAL 


Member Federal Deposit Insurance Corporation ¢ Member Federal Reserve System 





40 Burroughs Clearing House 
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WASHINGTON VIEWPOINT 








Tighter F.H.A. Controls 


The rewriting of the Federal hous- 
ing laws undertaken by Congress this 
year has been very much like a job 
of rewiring an old house. On one hand 
it is necessary to provide more power 
at the outlets to service added demands 
for new appliances, new devices. At 
the same time it is essential to build 
more safety into the system, for there 
has been a popping of fuses. 

Two main fuse boxes have needed 
immediate attention, as revealed by 
the Senate Banking Committee’s in- 
vestigation of charges of irregularities 
in the Federal Housing Administra- 
tion. One was the opportunity for 








NORMAN MASON, Acting Commissioner 
Suggests F.H.A. 


safeguards 


“windfall profits’ which lurked in 
loopholes in Section 608, the program 
for insuring generous loans on multi- 
family rental housing projects. The 
other was the latitude offered to home 
repair promoters to overcharge their 
customers under the protective um- 
brella of Title I loan insurance. 
Senator Homer E. Capehart of In- 
diana, chairman of the Senate Bank- 
ing Committee, and other Committee 
members, faced an uncomfortable 
dilemma as the hearings progressed 
during late April. It was clear to them 
that it would take many weeks of 
probing and study to define the weak- 
nesses in the housing laws and to cor- 
rect them. Yet the Committee and 
Congress itself were placed under the 
necessity to hasten their completion 
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By JOHN DONOGHUE 


Washington Correspondent 


©. the 1954 Housing Act amendments, 
since many popular features of the law 
would expire on June 30 of this year. 

On April 29, the final day of the 
FHA hearings, the newly-named FHA 
Acting Commissioner, Norman Mason, 
was called to the witness chair. He 
had been in office only a few days. 
He agreed with Committee members 
that there were weaknesses in the law 
which laid open the way to the 
“abuses” that were charged. Without 
wincing, he accepted a demand that he 
should quickly produce a set of recom- 
mendations for changes in the housing 
laws that would effectively close the 
loopholes, at least for the time being, 
so that there would be no more pop- 
ping of fuses while the Committee 
proceeded with what promises to be a 
protracted investigation. 

To accomplish this, Mr. Mason 
promptly named two advisory commit- 
tees, one representing the industry of 
home building and financing and the 
other representing consumers. He an- 
nounced that his recommendations to 


the Senate Committee would be based 
largely upon the expressions of the 
advisory committees. The Industry 
Committee included executives of in- 
surance companies, mortgage banking 
firms, real estate brokers, materials 
producers, commercial and savings 
banks, and home builders. The Con- 
sumers Interest Advisory Committee 
included representatives of labor un- 
ions, veterans’ organizations, and other 
groups speaking for the occupants of 
rental housing and for purchasers of 
home repair propositions. 

Mr. Mason’s recommendations were 
submitted to the Senate Committee 
on May 17, the day before the Com- 
mittee met to reach for decisions. At 
the top in importance to lenders was 
a requirement that lenders carry 
through to judgment a claim against 
a borrower in default before submit- 
ting the claim to the Federal Housing 
Administration under Title I. 

In addition, under the Title I, Mr. 
Mason made these suggestions: 

1. Modernization loans should be 
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“GROWTH ’ ‘im every year of 
this banks history 





can be 


~ CORRESPONDENT.’ 


a / BANK SERVICES - 





of 
THE BANK OF VIRGINIA 


One Account gives you a correspondent in six Principal cities 


RICHMOND ¢ PETERSBURG * ROANOKE * NEWPORT NEWS « PORTSMOUTH ¢ NORFOLK 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Ye Va Buy 
Talent by the 


Do you buy oil paintings by the square 
yard, books by the ton or music by the 
note? Of course not, the measure of talent 


is in quality not quantity. 


' When selecting paper for your business 
stationery, do you buy the largest bundle 
for your dollar? Or do you realize the 
paper that carries your company 


letterheads also carries your reputation 


ee err Tr 


for quality? 

The next time you consider business 
stationery, ask your printer to see samples 
of fine rag papers by Neenah. For a 

few extra pennies, you can add a wealth 


of prestige to your correspondence. 





To plan a letterhead that WILL 
be preferred by your custom- 
ers, ask your printer for a free 
copy of the “Neenah Guide to 
Preferred Letterheads.” This 
exceptional book is based on 





a four-year survey by the 
Neenah Paper Company. 






Se! FANE BUSINESS PAPERS 
a SINCE \873 


Matching envelopes available in all grades of Neenah rag content bonds 


NEENAH PAPER COMPANY, Neenah, Wisconsin 
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limited in scope, with the FHA Com- 
missioner to determine eligibility of 
specific classes on the basis of (a) 
whether the class of items substan- 
tially contributes to the livability and 
comfort of a home, and (b) whether 
the class of items is peculiarly subject 
to selling abuses. Thus, Mr. Mason 
pointed out, on the basis of livability 
he would exclude barbecue pits, swim- 
ming pools and other luxury items 
which figured in the hearings, and 
could also rule out fire alarm systems 
and burglar alarms, since these have 
been found subject to abuse under 
Title I. 

2. The FHA Commissioner would 
have the specific authority to suspend 
dealers, salesmen and others who abuse 
the program. 

3. A top limit of a borrower’s in- 
debtedness should be fixed, with $3,000 
suggested. 

4. The device of making a Title I 
loan to provide the down payment for 
the purchase of a home should be 
blocked by requiring a _ six-months 
waiting period between the purchase 
of a home and eligibility for a Title I 
loan. 

5. On every Title I loan, the lender 
should be required to advise the con- 
sumer in advance as to the amount of 
the loan and the finance charges and 
warn him of possible abuses; more- 
over, all salesmen should be required 
to certify to the absence of selling 
abuses. 

The 


Senate Banking Committee 


| thought well of these suggestions and 


| the legal staff was put promptly to 


work drafting legal language which 
would, in the words of a Committee 
spokesman, “restore Title I to its 


| proper utilization.” 





The alleged abuses of Section 608 
gave the Committee a lot less trouble, 
although the charges of “mortgaging- 
out windfalls” were much more spec- 
tacular than the chiseling complained 
of under Title I. The reason for this 
is that Section 608 has been off the 
lawbooks for years. It seemed prudent, 
however, to write a safeguard into 
the statute designed to prevent abuse 
of the cooperative multi-family project 
feature of the current program. 
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Home Finance Legislation 

Both the Senate and the House were 
in a mood this year to approve much 
of the liberal home financing program 
suggested by the President in his 
Housing Message to Congress and in 
his draft of the 1954 Housing Act. 
Characteristically, the Senate took a 
more liberal view than the House. 

The pattern was set at the May 18 
meeting of the Senate Banking Com- 
mittee, when it was decided to press 
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< NOW IN PRODUCTION AND ON DISPLAY 
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THE NEW DIEBOLD-BASIC 
VAULT DOOR 


Banks from coast to coast are selecting the new 
Diebold-Basic 10-Inch Vault Door for its harmo- 


nizing beauty with individual banking room de- 


cors. Recent selections include those by the Fulton 


% eee en Pkwnscccessbccrsécncssseipedeeetsall National Bank of Atlanta, Georgia and the Na- 
wn : tional Bank of Commerce of Seattle, Washington. 
il A thrilling new “pride-of-ownership” is one of the 

ji “*s compelling appeals that influences bankers in se- 
. lecting the magnificent new Diebold-Basic door. 
fd , ‘ 


cepts of beauty the door adds to the functional 
value of the vault. 





This appeal is founded on the entirely new con- 


Twelve different custom-designed installations 
enable each bank to select the one that will become 
a harmonizing feature in the motif of their bank- 
ing room. The door creates its maximum appeal 
when open... the position in which depositors 
will see it. Write today for complete details: 
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Bankers, architects and bank builders are cor- 
dially invited to see and study Diebold-Basic 


Vault Door installations now on display in 





our show rooms. 
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Typical Diebold-Basic vault door installations. 
U. S. National Bank, Denver. National City Bank, Clevelan 
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NOW! 


Quickly, Easily, Effectively Destroy confi- 
dential papers, records in your own office! 


NEW ” Bantam 10 


portable shredding machine designed especially 
for office use! Quiet, compact, streamlined! 


Never before an office shredding 
machine combining the speed and 
economy of the new SHRED- 
MASTER BANTAM 10. Anyone can 
operate it. No fuss, no trouble! 
Greater cutting width, speed, 
capacity, and power than ever 
before! Safety throat! Smart func- 
tional design, about size and 
weight of business typewriter. 
Priced well within the budget of 
all businesses - large or small. 




















YOUR PAPERS 
GO IN HERE 


Ot -i4-¥+)-4:143 
SHREDS COME 


OUT HERE 


Jie SHREDMASTER 
( GZ crpucvatae a 


A Division of Self Winding Clock Company, Inc. 


201 Willoughby Avenue 
Brooklyn 5, N. Y. 




















As actual makers we offer handsomely hand- 
chased cast bronze and aluminum signs, 
nameplates and letters at guaranteed fac- 
tory-to-you prices. 
— 

Since 1882 Please ask for 
with, danke or 73Neas | FREE FOLDERS 
speak for our reliability. 








NEWMAN BROTHERS, Inc. 


Dept. 36 Cincinnati 3, Ohio 
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> © CINCINNATI © CLEVELAND 


© KANSAS CITY « 
© NEW HAVEN © NEW 





for expeditious action. The Committee 
went on record favoring a new bill 
shaded in some respects more liberally 
than the President had recommended ; 
the House action was slightly less so. 

Just prior to the May 18 meeting, 
the seven Democratic members of the 
Senate Banking Committee issued a 
joint declaration of purpose to insist 
on the adoption of four major housing 
planks. As announced by Senator Bur- 
net R. Maybank, the senior Demo- 


| eratic member of the Committee, they 


were: 

1. Extend the authority of the Vet- 
erans Administration to make direct 
loans to qualified veterans in areas 
where the loans are not otherwise 
available. 

2. Restore the full intent of the 
Housing Act of 1949 with respect to 
public housing. 

3. Extend the farm. housing pro- 
gram of the Housing Act of 1949. 

4. Designate the Housing and Home 
Finance Agency to handle public 
agency loans for community facilities. 
(This had been previously left up to 
the discretion of the President.) 
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Cumulative Voting 

When the Senate Banking Commit- 
tee set up a somewhat perfunctory 
Federal Reserve Subcommittee hear- 


_ ing on the bill to abolish cumulative 


voting of shares in the choice of 
national bank directors, a pleasant 
morning was anticipated by all con- 


| cerned. 


The American Bankers Association 
presented Joseph E. Healy, president 
of the Citizens National Bank of 
Hampton, Virginia, legislative chair- 
man of the National Bank Division, to 
testify in favor of the bill. “Situa- 
tions have arisen,” Mr. Healy testi- 
fied, ‘where a minority shareholder 
elected as a director (by the cumula- 
tive process) has conducted himself in 
a manner that has obstructed the or- 
derly conduct of business of the board, 


or has spread in the community con- 


fidential information about the busi- 
ness of the bank and its customers.” 

Comptroller of the Currency Ray 
M. Gidney gave the bill the Treasury’s 
official blessing, with a suggestion 
that it might be gracious to allow any 


| national bank really wanting the cu- 


mulative voting privilege to have it 
by amending its articles of associa- 
tion. The A.B.A. representatives pres- 
ent nodded assent. 

As the hearing drew on, there came 
forward a Colorado banker who an- 
nounced that he thought very poorly 
of the bill. He was Alonzo Petteys, of 
Brush, Colorado, holder of a minority 
interest in seven banks. He explained 
that he was in Washington on other 
business when he more or less stum- 





bled on the fact that the hearing was 
to take place. The bill, he said, would 
probably deprive him of some of his 
directorships, which were the protec- 
tion the law gave him for his bank 
stock investments. 

“If a bank director discharges his 
duties as provided by law and as de- 
sired by bank supervisory agencies, 
it is inevitable that there will be times 
when that director will incur the dis- 
pleasure of management,” Mr. Petteys 
testified. He illustrated by remarking 
that his place on the board of the seven 
banks gives him the opportunity “to 
check on the trips to New York by 
the bank’s executives.” Such a direc- 
tor, without the protection of cumula- 
tive voting, “will soon be removed 
from the board,” he warned. 

It is known that at least one Repub- 
lican Senator on the Banking Com- 
mittee agrees with Mr. Petteys. Ac- 
cordingly, the clear sledding once fore- 
seen for this bill appears to have been 
an over-optimistic view. 
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CAPITAL NOTES 











The Comptroller of the Currency 
is receiving a record volume of na- 
tional bank permit applications for 
the erection of new bank buildings. 
Among them are a great many “which 
propose the formation of new affiliated 
corporations to own and operate the 
buildings. The usual reasoning is that 
the affiliate device permits the bank 
to put up the new structure without 
having it loom up large on the finan- 
cial statement in place of the strong 
write-down of the old one. The Comp- 
troller’s office doesn’t quite go along. 
Their view is that somewhere there 
has to be an accumulation of capital 
to finance the undertaking, and since 
the success of the undertaking hinges 
on the soundness of the bank, it is 
necessary to insist that the affiliate 
maneuver be accompanied by a capi- 
tal increase by the bank itself. 


° 


The Federal Reserve Board has 
ruled against a plan whereby a bank 
would employ punch cards for pass- 
books in connection with employee 
savings plans. The idea was to give 
each participating employee with his 
paycheck a punch card showing his old 
balance, intervening transactions, and 
new balance. In outlawing the device, 
the Board did not identify the bank. 
Obviously, if the plan had won ap- 
proval on employee savings plan ac- 
counts, the next step would have been 
to issue punch cards to the public, thus 
starting savings account passbooks on 
the road to obsolescence. 
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THE PERSONALITY SPOTLIGHT 








In 1916 a young man joined the 
Bank of New South Wales as a pro- 
bationer, and the following year an- 
other promising “junior” was added 
to the staff. 

Now, after years of diversified train- 
ing and increased responsibilities, these 
one-time bank fledglings are slated to 
head the big Australian institution. 

On July 1, H. C. C. Marshall will 
become general manager of the bank, 
succeeding §. J. Gandon who enters 
upon leave prior to retirement. R. J. 
Abercrombie, now chief inspector, will 
assume Mr. Marshall’s 
sistant general manager. 

The story of Mr. Marshall’s banking 
career has been one of uninterrupted 
progress. While in the staff inspector’s 
department he came in daily contact 
with personnel problems, and devel- 
oped an intense interest in staff man- 
agement and welfare that he has never 
lost. At another stage in his career, 
he undertook a reorganization of sys- 
tems. After a steady series of promo- 
tions he became chief inspector in 1948, 
and two years later was appointed as- 
sistant general manager. In 1952 he 
visited the United Kingdom, Europe 
and the United States on bank busi- 
ness. 

According to the bank’s staff maga- 
zine, “The Etruscan,” Mr. Marshall 
despite limited opportunities these 


duties: as as- 





R. J. ABERCROMBIE 


H. C. C. MARSHALL 


Move up to top posts at big Australian bank 


days for indulging outside interests 
still retains an affection for golf and 
gardening, and his knowledge of or- 
chids is said to be that of a connoisseur. 

The career of Mr. Abercrombie also 
illustrates how thoroughly the Bank 
of New South Wales trains its poten- 
tial executives. He has served in four 
states of the Commonwealth and also 


A retirement will soon hit this smooth-working combination 


MERLE E. SELECMAN 
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DR. HAROLD STONIER 


in New Zealand. He has acquired wide 
experience in foreign exchange, man- 
agerial and executive tasks in the 
various capital cities. And he, too, has 
made a recent trip to the United King- 
dom, Europe, Canada and the United 
States. He has served as chief inspec- 
tor since 1950. 


. 


So well recognized are the contri- 
butions of Dr. Harold Stonier to or- 
ganized banking that no eulogy is 
needed to embellish them, as he an- 
nounces plans to retire as executive 
vice-president of the American Bank- 
ers Association next December. 

Everett D. Reese, A.B.A. president, 
voices common sentiments when he 
states: “There is just no way to meas- 
ure the contribution that Hal Stonier 
has made to the American Bankers 
Association, to banking as a whole, and 
to our country.” 

President Reese has further pointed 
out that one of Dr. Stonier’s foremost 
accomplishments has been to develop 
a. fine staff to carry on the work of 
the association, and he has _ voiced 
confidence that Executive Manager 
Merle E. Selecman will provide a con- 
tinuity of the high level of leadership 
that has long prevailed. 

Mr. Selecman has been associated 
with Hal Stonier throughout the lat- 
ter’s A.B.A. affiliation, and has served 
under him closely for the past 17 years. 
He joined the staff a quarter century 
ago, established the A.B.A. advertising 
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P.O. BOX 45125 AIRPORT STATION 


™ POUCH TO 
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If your airmail transit shipment gets to Los Angeles 
International Airport by 9 o’clock any evening 


Label you use in this new plan. 


Security-First National’s new and 
exclusive “A.M.F. Collection Plan” 
service speeds up presentation 

and collection of airmailed cash 
items as much as two days. 


(except Sunday), over 90% of the dollar value involved 


will be presented for payment on the morning 


of the following business day! 


The service accomplishes its remarkable timesaving 
through bypassing regular city postal sorting and 


forwarding operations—and requires a special arrangement 


to be made by each Correspondent bank with us, and 
by us with the Postal Transportation Service. 


If “A.M.E (Air Mail Field) Collection Plan” may be 


helpful to you, write, wire or phone Donald W. Henney, 


Vice President and Manager, Central Transit Dept. 


ECURITY- FIRST 


Phone: MUtual 0211 


NEVER VA WT 


OF LOS ANGELES 

















department, served for many years as 
deputy manager in charge of the Trust 
Division, and also as association secre- 
tary. With this long record of service, 
and upon Dr. Stonier’s own recommen- 
dation, Merle was named executive 
manager in 1952. He will remain in this 
capacity, and a smooth running staff 
administration is anticipated under his 
experienced guidance. 

It was Hal Stonier’s destiny to lead 
organized banking during a period of a 
great transition, when it changed from 
emphasis on service to the classes to 
one of service for the masses. In this 
interval, the relationship of banking 
to government and to the public has 
changed completely. 

It was through the American Insti- 
tute of Banking that Hal Stonier came 
into the A.B.A., as national educa- 
tional director in 
1927. It was soon 
evident that the 
A.I.B. program had 
fallen into firm and 
skilled hands. Text- 
books were rewrit- 
ten, courses were 
revised and new 
ones added, and the 
next 12 years con- 
stituted the period _1927: Hal 
of the _ Institute’s a Pane. 
most significant growth. 

A vast number of the young men he 
came in contact with have since pro- 
gressed to management levels, and his 
influence soon extended far beyond 
the confines of the Institute. In the 
changing and difficult times of the 
1930’s, he had a profound effect on the 
decisions of organized banking, whose 
leaders reportedly turned to his judg- 
ment more than that of any other 
single individual. 

When a change in the executive 
management of the A.B.A. became 
prospective in 1937, the association 
turned naturally to 
Harold Stonier. For 
the past 17 years 
his statesmanship 
has helped the na- 
tion’s banks through 
some challenging 
periods, and Amer- 
ican banking now 
has greater public 
acceptance than 
ever before. 

Basically, Dr. 
Stonier is an educator, and one of his 
greatest monuments is The Graduate 
School of Banking, which was his own 
brain child, conceived to give bank 
officers a broad point of view and help 
them manage banks under changing 
conditions. 

Thus it is. fitting that Dr. Stonie: 
will round out his services to the asso- 
ciation as an educator. He came to it 





1937: Becomes 
executive manager 
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YOU CAN REDUCE COSTS... 
RATHER THAN INCREASE SERVICE CHARGES! 


“INSTALL fc Febure 


POST-TO-CHECK Plave ' 
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Says Mr. Harry Mueller, Vice-President P me OS ia as 
Exchange National Bank of Chicago : 








“We have used the LeFebure Post-to-Check 
plan since 1952. Our customers like it and 
it has been profitable to our bank. In com- 
parison to the statement and ledger plan 
as is used in our commercial department, 
we have with the LeFebure Post-To-Check 

plan experienced a tremendous saving in operator training 

costs and the number of operators required to do the com- 
plete job. Our use of this system and the LeFebure service 
and equipment has been very satisfactory. 





“We post, maintain account balance, cancel the checks, 
file and pay to signature in one operation. The posted 
deposit tickets and checks are filed in convenient pock- 
ets arranged in posting trays. 


“The trays are easily removed from our housing units 
for posting and are readily accessible for reference in 
the posting area. Great savings of space result since 
this housing replaces check files, statement and ledger 
files etc. necessary in other systems. 


NO QUESTION ABOUT IT, MR. BANKER 
POST-TO-CHECK HAS ARRIVED! 


“No question about it, Mr. Banker, 
Post-to-Check has arrived. Complete 
information is available, information 
resulting from actual experience with 
the system. LeFebure has a complete 


FOR COMPLETE INFORMATION WRITE TO: 
CORPORATION 
CEDAR RAPIDS, IOWA 








array of forms and equipment to af- NAME OF BANK____ 
ford the flexibility necessary to make —MMM OS SSeee 
Post-to-Check fit your needs exactly.” ATTENTION OF___----_____________ 
ET a Ee 
Systems and Equipment for America’s Banks since 1894 a eR STATE_____ 


Trained Representatives in most principal cities 
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through the A.I.B., and he will com- 
plete his career by continuing to serve 
as director of The Graduate School. 
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Three major promotions have been 
announced by California Bank in Los 
Angeles, involving three  vice-presi- 
dents. Clifford Tweter is now executive 
vice-president, while C. C. De Pledge 
and Hal Mendon have become senior 
vice-presidents. 

Mr. Tweter was associated with Con- 
tinental Illinois National Bank and 
Trust Company of Chicago for 15 years 
before joining the staff of California 
Bank in 1941, He was elected assistant 
vice-president in 1943 and vice-presi- 
dent two years later. 

With the bank since 1926, Mr. De 
Pledge was named a_ vice-president 
in 1929, has served on the. bank’s execu- 
tive committee for a number of years, 
and has been a director since 1940. 

A former president of the California 
3ankers Association, Mr. Mendon has 
spent his entire banking career of 32 
years with California Bank. He was 
elected assistant vice-president in 1934, 
vice-president in 1940. 
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The new president of Bank of 
America, Clark Beise, is a friendly, 


H. MENDON 


Cc. C. DE PLEDGE 





C. TWETER 


Receive major promotions at the California Bank 


kindly top executive, who listens 
patiently and understandingly as he 
goes through his heavy daily schedule 
at the San Francisco headquarters. 
His big opportunity came as a na- 
tional bank examiner in California, 
when he was invited to join Bank of 
America by famed financier A. P. Gian- 
nini. On the morning of February 1, 
1936, he reported at the bank’s head 
office, then at No. 1 Powell Street. 
He was greeted heartily by A. P., who 
rumbled in his deep voice: “Well, I 
see you are right on time.” A. P. then 
grabbed Beise’s arm, led him to the 


nearest window and rumbled again: 
“Here’s your desk. Here’s your secre- 
tary.” 

“That's fine,” said the newest vice- 
president, “what do I do?” 

A. P. smiled as he replied: “Do any- 
thing that you see to do.” 

That cryptic description of his as- 
signment would have stymied almost 
any new executive who had to be 
introduced to a strange organization 
and didn’t know whose toes he might 
be stepping on. As a national bank 
examiner Mr. Beise had written analy- 
ses of Bank of America. He was glad 








tions, Business, Industrial, Utility and Government 


More and more Banks, Savings and Loan Associa- 
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Offices are adopting Changepoint Products. Write for literature and prices. 
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as fast as an operator can prepare the 
material to be recorded. Rapid feeding 
and accurate spacing are all automatic. 











The sensational new Acro-Feeder* will 
documents of intermixed sizes a sharp, b 
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The Micro-Twin is a unique combination 
recorder and reader that brings micro- 
filming within the reach of all. It is de- 
signed and priced to meet the needs of 
many concerns that have wanted the ad- 
vantages of microfilming but have so often 
found the initial equipment cost too high. 


The new Micro-Twin with 37 to 1 reduc- 
tion ratio provides 8-mm. photography on 
16-mm. film for maximum film economy 
. . . handles documents up to 11 inches 
wide by any length . . . records fronts and 
backs of documents simultaneously and 
side by side on the full film width... or 
photographs fronts only down one side of 
the film and up the other. Just one cent 
gives you completed film records of as many 
as 74 check-size or 29 letter-size documents! 


The Micro-Twin reading screen assures 
rilliant image even in broad 
daylight . . . provides wide-angle vision. 
Facsimile prints can be made quickly and 
easily —directly from film in the reader. 


11 


READER 






in one uni ! 


The new automatic Acro-Feeder,* exclu- 
sive indexing meter, film speed indicator, 
copy classification indicator, plus every 
modern protection feature, combine to 
make the Micro-Twin extremely simple 
and easy to operate . . . assure you of the 
very best microfilming performance at 
rock-bottom cost. 


For work requiring maximum detail... 
for documents that are originally hard to 
read ... the Micro-Twin with 24 to 1 
reduction ratio is also available. 


Find out how you can enjoy the space- 
saving, time-saving benefits of microfilming 
with the new Micro-Twin. Make a date 
to meet the Micro-Twin personally at your 
local Burroughs office. Or write Burroughs 
Corporation, Detroit 32, Michigan. 


* Available as an optional feature. 
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RECORDER 


The indexing meter is the last word in 
rapid document location. As many as 999 
positions can be indexed on each 100’ 
roll of microfilm. No other film indexer 
provides such rapid document location. 
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Our 23 banking offices located in 
leading commercial and industrial 
communities in the important 
Pittsburgh area—plus our 90 
years’ experience—are available 
to serve all of your financial needs. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Pittsburgh 30, Pa. 
Member Federal Deposit Insurance Corporation 
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Clark Beise, Bank of America president, relaxing after a busy week 


At home and bank, he’s good at making things grow 


this work had made him somewhat 
familiar with the bank’s set-up, and its 
position on loans and investments. 
Soon he fitted into that activity like 
A. P. knew he would. 

Three years later A. P. sent him to 
Los Angeles headquarters in charge of 
administration of lending activities for 
Southern California, where he watched 
the tremendous impact of the booming 
war years. In 1945 he returned to the 
San Francisco head office as executive 
vice-president and coordinator of ad- 
ministration, and in 1949 he became 
chairman of the powerful managing 
committee. These top flight assign- 
ments gave him a clear picture of the 
great bank’s far-flung activities and 
opened the way for his ultimate elec- 
tion to the presidency. 

Mr. Beise lives in a white country- 
style home in Hillsborough, down the 
Peninsula. He gets up each morning 
at 6 a.m., and arrives on the executive 
floor about 8:15 a.m. His first job is 
to read his personal mail, then look 
over the appointments schedule for the 
day. His office door always remains 
open to see members of the staff, and 
he tries to find time for all visitors. 

In order to conserve the president’s 
time, every effort is made to prevent 
his desk from becoming bogged down 
with too much paper work, also to 
avoid lugging home a bulging brief- 
case of reports. This is accomplished 
through proper delegation of authority 
and by having many reports pre- 
digested. Often considerable time can 
be saved by listening to a verbal ex- 
planation of some situation instead 
of studying a long report. 

Mr. Beise leaves the bank from 5:30 
to 6:00 p.m., but is not always free to 
go straight home. About three nights 
a week he finds it necessary to attend 
important meetings. 

His best time for relaxation comes 





with the week-ends, when he enjoys 
working outdoors. His main relaxa- 
tion is growing things—raising choice 
flowers and pruning and tending the 
flowering shrubs and trees. 
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If stockholder approval of merger 
plans is forthcoming later this month, 
The Connecticut Bank & Trust Co. 
will begin operations July 1 as a $326 
million institution created by a joining 
of the Hartford-Connecticut Trust 
Company and the Phoenix State Bank 
& Trust Co. It will also have com- 
bined trust assets in excess of $400 
million. The bank will have 21 offices 
serving the Hartford area and 12 other 


communities in central and eastern 
Connecticut. 
Lester E. Shippee, president of 


Hartford-Connecticut Trust, is slated 
to become chairman of the board and 
active head of the new institution. 
President will be Raymond C. Ball, 
now head of Phoenix State. John B. 
Byrne, chairman of Hartford-Connec- 


Will become board chairman 


LESTER E. SHIPPEE 
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THIS SHIP SAILS UNDER AN UMBRELLA! 


It’s an umbrella of insurance Protection , 
as well as ship and shi 
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my ; You don't have to own a liner to benefit 
Offer the full facilities of Home's Marine by Home's Sea-going insurance. From an 
Department—whether i or a thousand miles outboard motorboat to a yacht, there’s 
; an “insurance umbrella” t 
he man to’see! 
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the ledger paper 
that is easier 
on the eyes! 


Less eyestrain means faster work, fewer errors. And the low-gloss 
surface and soft, restful colors of Hammermill Ledger are definitely 
easier on the eyes. Other advantages of Hammermill Ledger: 


Better typing and writing! Pen or typewriter, entries on Hammermil] 
Ledger are neater, more legible. And for sharp, clear bookkeeping- 
machine entries, choose from the special items watermarked 
**Posting Finish.”’ 


Better ruling and printing! Hammermill Ledger helps assure sharp, 
accurate accounting forms. Its firm, evenly formed surface prints 
and rules perfectly time after time. 


Lasts longer! Special fiber treatment gives Hammermill Ledger added 
durability to stand up under repeated handling, retain its fine 
appearance for years. 

HAMMERMILL PAPER COMPANY 

ERIE, PENNSYLVANIA 


You can obtain business printing on 
Hammermill papers wherever you see 
the Guild shield on a printer’s window. 
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RAYMOND C. BALL 


Slated for the presidency 


ticut, is to continue in active man- 
agement as chairman of the executive 
committee. Also to be active, as hon- 
orary chairman of the board, will be 
Charles A. Lillie, board chairman of 
Phoenix State. 

In recent promotions announced by 
the Hartford-Connecticut Trust Com- 
pany, Malcolm W. Thompson has 
advanced to vice-president, Frederick 
C. Hagedorn, Harry Walker, Frederick 
C. Starr and Dudley A. Dutton to as- 
sistant vice-presidents, and G. Harold 
Reinhardt to trust officer. 


6 


After serving as executive vice-presi- 
dent since 1949, Hugh C. Moore has 
been elected presi- 
dent of the West- 
port Bank in Kan- 
sas City, Missouri. 
He is a past presi- 
dent of the Kansas 
City Conference of 
the National Asso- 
ciation of Bank 
Auditors and 
Controllers. 

Don Ricksecker, 
president of the 
bank since 1938, is now chairman of 
the board. 





H. C. MOORE 


° 


The head of the oldest mutual sav- 
ings bank in the country has been 
named president of the National Asso- 
ciation of Mutual Savings Banks, at 
the group’s annual conference held 
last month in Chicago. He is J. Hamil- 
ton Cheston, president, The Philadel- 
phia Saving Fund Society, founded in 
1816. 

Elected vice-president of the associ- 
ation is Charles R. Diebold, president. 
The Western Savings Bank of Buffalo 
New York,-who last year headed the 
Savings Bank Association of the State 
of New York. Frederick V. Goess 
president, Prudential Savings Bank, 
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“Now may be the Time for You 
to Locate in Florida” 
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Many firms are choosing sites in Florida for the Southeastern location of their 


divisional offices, plants or warehouses. Florida’s unusual year around climate 1s 


cinta: inti aaa on the m side of the ledger, when con- 
OF JACKSONVILLE 
FLORIDA NATIONAL BANK 


. ; LORIDA NATIONAL BANK 
AND TRUST COMPANY is unsurpassed in reaching the rapidly me 
AT MIAMI : 


een ween ene srowing markets of the Southeast. FLORIDA NATIONAL BANK 
AT ST. PETERSBURG AT KEY WEST 
FLORIDA NATIONAL BANK The individual banks of the Florida National FLORIDA NATIONAL BANK 
AT PENSACOLA re ° ° | FI ° | d AT BARTOW 
3 y ying w a. 3 = 
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FLORIDA NATIONAL BANK 
sidering operating costs, and its location AT ORLANDO 
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tinue to improve complete banking Services 





















AT CHIPLEY 


AT OCALA 
FLORIDA NATIONAL BANK ; 
AT CORAL GABLES to their customers. FLORIDA NATIONAL BANK 
FLORIDA BANK & TRUST CO. AT FERNANDINA BEACH 
AT DAYTONA BEACH . 
. ss Total Capital Funds over $31,000,000.00 FLORIDA NATIONAL BANK 
FLORIDA NATIONAL BANK AT PERRY 
pilin n gain >| >Fx> SW Se Mn gg FLORIDA NATIONAL BANK 
"va <ICFEORIDAT AZ =SS 
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AT STARKE - ian ie S mA — AT PORT ST. JOE 
FLORIDA BANK : 7, FLORIDA BANK 
AT BUSHNELL Satisfied Customers and Good Management Have Built These Banks 
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IN BANK 
COUNTER 
EQUIPMENT 


Custom-made designs at 
mass production prices 


The photo shows a section of the under-counter equipment in the Water- 
bury Savings Bank, Waterbury, Conn. Each pedestal has a cash drawer at 
the top and a supply drawer just below it. Both are key locked. The locker, 
under the drawers, for bulk coin and reserve cash, is equipped with a 
standard lock. 


We are proud to present this example of an outstanding installation, 
achieved by H-H-M designers and craftsmen working in close coopera- 
tion with the bank and the architect. 


Our facilities are available, without obligation, in laying out counter 
work for any new or remodeled banking room. We can draw on a huge 
stockpile of standard units, thus combining custom quality with mass- 
production cost. 


Herring: Hall- Marvin Safe Co. 


HAMILTON, OHIO 


BUILDERS OF THE U.S. SILVER STORAGE VAULTS AT WEST POINT 






















J. HAMILTON CHESTON 


Choice of savings banks 


Brooklyn, has been named treasurer. 
Mr. Cheston became the 13th presi- 
dent of the Philadelphia Saving Fund 
Society in 1949, after having served as 
a vice-president since 1933. He has long 
been active in other fields, being presi- 
dent of two railroads, a director of 
many insurance firms, and a leader in 
numerous community organizations, 


e 


John J. Faubion, Jr., has been ele- 
vated to the presidency of the First 
State Bank, Port 
Lavaca, Texas, 
succeeding W. H. 
Bauer who is now 
chairman of the 
board. The bank is 
widely. known for 
its leadership in fi- 
nancing the shrimp 
industry in its area, 
and Mr. Faubion is 
treasurer of the 
Texas Shrimp As- 
sociation. He also is a former treasurer 
of the Texas Bankers Association. 





J.J. FAUBION, Jr. 


e 


Vice-President Rogers W. Kimber- 
ling has been named vice-president and 
manager of the Portland, Oregon, 
office of The Bank of California, N.A. 
He succeeds Vice-President Frederick 


Retirement and appointment 


F. GREENWOOD R. W. KIMBERLING 
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When You have a special problem... 
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CHM your man 
at the IRVING— 


Rechaps it’s a big problem—maybe it’s a small 
one. But no matter what its nature your man at the 
Irving will give it the same careful attention you'd 
expect to get from a member of your own staff. In fact, 
the Irving expects you to consider its representatives 
just that . . . members of your own staff. 

Our specialists are your specialists . . . in all fields of 
commercial banking. Your man at the Irving has at his com- 
mand the facilities of one of the world’s largest banking 
organizations ... plus a global network of correspondents. 

Would you like to learn more about how we may be able to 


help with your particular problems? We'll be glad to talk 
with you... at any time. 


IRVING TRUST COMPANY 


ONE WALL STREET . NEW YORK 15, N. Y. 
Capital Funds over $123,000,000 Total Resources over $1,400,009.000 
Wituram N. Enstrom, Chairman of the Board Ricuarp H. West, President 


Domestic Banking Division, Notan Harrican, Senior Vice President in Charge 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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‘m all out of checks to sort” 


It’s a fact! With the Todd Sort-O-Namic system 


sorting checks is so fast and efficient that any clerk 


can whip 


through the work in /a/f the usual time, 


with 85% fewer errors. 


Sort-O-Namic cuts down mis-sorts, mis-posts, 


mis-files. 


It reduces training time by 20%. The 


problem of deciphering illegible signatures is a 


thing of the past. 


Get 


the facts about the Todd Sort-O-Namic 


system that cuts down internal errors, improves 


customer 


relations and puts more profit into bank 


operations. 


THE TODD COMPANY, Inc., Dept. BCH 


Rochester 3, N. Y. 


Please send me complete information about 


the Sort-O-Namic plan. 











Bank. 
Address 
a en 
ROCHESTER NEW YORK 
By tierra SALES OFFICES IN Y@ PRINCIPAL CITIES 
BCH -6-54 








Greenwood, who retired April 20 after 
40 years in banking, 18 of which were 
spent as chief executive officer of the 
Portland office. 


aa 


In its largest annual meeting to date, 
the Bankers Association for Foreign 
Trade last month elected Herbert F. 
Boettler as its president. The new in- 
cumbent, who is vice-president and 
chairman of the loan committee at the 
First National Bank in St. Louis, has 
been active in international banking 
for a number of years. He has been a 
vice-president of the association since 
1952, and a member of the Inter-Amer- 
ican Commercial Arbitration Commis- 
sion since 1947, 

Assisting Mr. Boettler in his term 
of office are the 
following associ- 
ation vice-presi- 
dents: Edward 
M. Andel, vice- 
president, Bank- 
ers Trust Com- 
pany, New York 
City; T. Gray- 
don Upton, vice- 
president, Phila- 
delphia National 
Bank; and 
George H. Zim- 
merman, vice-president, National Bank 
of Detroit. 

Named association secretary is Frank 
C. Lexa, assistant vice-president, Mer- 
cantile Trust Company, St. Louis; 
treasurer is George J. Messemer, as- 
sistant vice-president, Irving Trust 
Company, New York City. 


H. F. BOETTLER 


* 


Carl H. Morgenstern is returning to 
his native city of Grand Rapids, Michi- 
gan, to join the Old Kent Bank as 
a vice-president in 
charge of the in- 
vestment depart- 
ment, succeeding 
Chester F. Idema 
who now heads the 
Pantlind Hotel 
Office of the bank. 

Mr. Morgenstern 
was formerly man- 
ager of the munici- 
pal trading depart- 
ment of Halsey, 
Stuart & Co., Inc., Chicago. 














C. MORGENSTERN 


a 


Allard A. Calkins, chairman of the 
board and chief executive officer o 
The Anglo California National Ban! 
of San Francisco, has retired under th: 
bank’s automatic retirement plan. H 
will remain on the board of director: 
and on the executive committee. 

Paul E. Hoover, continuing as presi 
dent, will be the chief executive office: 
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Forty years ago, shortly after the passage of the first Uniform Small Loan Law, 
the original company of the Beneficial Loan System opened its first small loan office. 


Twenty-five years ago several groups of small loan companies under the 

same management as the present organization were consolidated to form the 
Beneficial Loan Corporation. Outstanding loans then approximated $31 million; 
today they exceed $325 million. 


During the forty years of its existence, the Beneficial Loan System—now 
operating more than 800 offices in the United States and Canada—has played 

an important part in the development of consumer credit. Dealing mainly with 
families, Beneficial makes available through small loans, a means of bridging 

the gap between paydays when the family experiences a financial emergency. Last 
year more than 1,600,000 loans were made exceeding half-a-billion dollars. 


By serving the family well, Beneficial Loan Corporation has been able to 
produce steady earnings for its stockholders and has paid regular quarterly 
cash dividends ever since its founding in 1929. 


. 


---@ BENEFICIAL loan is for a beneficial purpose 


BENEFICIAL BUILDING, WILMINGTON, DELAWARE 
Subsidiary Loan Companies: PERSONAL FINANCE COMPANY . . . COMMONWEALTH LOAN 


. . WoORKINGMEN’S LOAN AssocIATION, INC. . . . BENEFICIAL FINANCE 
Co. . . . ConsuMERS CREDIT COMPANY ... PROVIDENT LOAN AND SAVINGS SOCIETY OF DETROIT 


67 





this coupon brings you a VALUABLE GUIDE 
TO BANK-WIDE BENEFITS 






OR ably NY 
L STEE ~ a 

INTERN norma et Ev cnaville 7, indian personal copy 
2004 Edger t or obligation mY Guide: 

e without Con eal Entrance Plan nning 


Send —— Internationa 


of the 


BANK eS gir ae 
ADDRESS —_— eee 


caiman 
CITY 











CASH SAVINGS ALONE — on 
many year-round operating costs — 
make revolving doors a money- 
making investment for any bank. 
Revolving Door Entrance of the Farmers No less profitable . . . both in 
& Merchants State Bank, Tulsa, Okla. promoting customer goodwill and 
employee efficiency ... is the great- 
er comfort gained by installation of 
a modern revolving door entrance. 


._  Tulsa’s busy Farmers & Mer- 
chants Bank, pictured above, is a 
case in point. Quoting Mr. Ed 
Hughes, President of this progres- 
sive Oklahoma bank: 


“We are very much pleased with 
our revolving door, recently re- 
placing a swing door entrance 
. . . it gives us two-way traffic 
flow, thereby relieving lobby con- 
gestion .. . entrance of cold air 
has been practically eliminated 
... our heating costs have been 
considerably reduced this winter 
and I am quite sure the same 





International Swing Doors are used in 
many of America’s leading banks, both 


as complete entrances and combined with will be true of summer air con- 
revolving doors. Complete data on these ditioning costs.” 

outstanding swing doors included in the a Only revolving doors that = 
valuable book above coupon brings you. always open — _ always closed 


offer your bank all these benefits, 

and more. That’s why it’s just good 

eebAlio business to get full facts without 
“ 4 delay. Use the above coupon today. 







ALWAYS OPEN aways cosa ~=REVOLVING DOOR DIVISION 
2004 EDGAR STREET, EVANSVILLE 7, INDIANA 




























PAUL E. HOOVER 
New chief executive officer 


of the bank. The office of chairman of 
the board will be terminated. Paul B. 
Kelly continues as first vice-president 
and board member. 

Mr. Calkins became a director of 
Anglo Bank in 1939, was named first 
vice-president in 1940, president in 
1946 and board chairman in 1951. 

Mr. Hoover joined the bank in 1933, 
after an outstanding career as a na- 
tional bank examiner and bank execu- 
tive in the Middle West. He became a 
director in 1938 and has been president 
of the bank since 1951. , 


e 


His 50th anniversary in banking 
found Norman T. Hayes, vice-presi- 
dent of The Phila- 
delphia National 
Bank, just back 
from one bank con- 
vention and getting 
ready to attend an- 
other. This was an 
appropriate way 
for him to mark a 
half - century of 
service, for this na- 
tionally popular 
banker has attend- S : 
ed as many as 22 N. T. HAYES 
state banking con- 
ventions in a single year. Among his 
many functions, he is in charge of 
customer relations at the Philadelphia 
National and also heads up correspon- 
dent bank activities. He has also taken 
a leading role in organized banking, as 
president of the Pennsylvania Bankers 
Association, vice-president of the As- 
sociation of Reserve City Bankers, an‘ 
member of the Executive Council of 
the American Bankers Association. 

In short, he is one of the nation 3 
most popular bankers. 





e 


At the Hartford (Connecticut) N: 
tional Bank and Trust Company, fo*- 


t 
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What does it take to build a ““Banker’s Bank’? 

































Time is money... and 
there’s no time for 

lost time when 

you're building a 
multi-million dollar 
skyscraper... 





+e. Or when 
collection items 





are in transit. 

At Republic, 
Direct Sendings 
to all principal 
points mean faster 
collect-ability. 
That’s what makes 
a “Banker’s Bank.” 





This is your Republic! 


Pei Ure nic CAPITAL AND 


NATIONAL BANK of Dallas SURPLUS $50,000,000 
LARGEST 


IN THE SOUTH 
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THAT FILLS ITSELF 


WRITES A FULL PAGE OR 
MORE AT EACH FILLING 


THE 






































Finger grip 
never touches ink. 
No chance for ink 

to touch you. 


CHOOSE 
the right Point 
for the way 
you write — 
Won't flood. Easy i by number. 
to clean as a ] 
saucer. 


Holds 40 times more ink 
than ordinary fountain pens. 
Needs ink only 4 times 
a year in normal use. 


More than 28 

interchangeable 
and renewable 
point styles. 





DY YOOL WSL 


DESK PEN SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
THE ESTERBROOK PEN COMPANY OF CANADA, LTD. 
92 FLEET STREET, EAST; TORONTO, ONTARIO 


COPYRIGHT 1954 THE ESTERBROOK PEN COMPANY 


70 








mer trust officers Thomas L. Bestor, 
Phillip H. Graham, Wellington C. Mac- 
Donough and John H. McBride have 
been promoted to .vice-presidents and 
trust officers. 

Robert L. Newell has been advanced 
to assistant vice-president and named 
branch manager of the new office at 
Bishop’s Corner in West Hartford. 
George H. Jenkins and Frank P. Lang 


are now assistant cashiers. 
* 


Harry L. Smith was recently pro- 
moted from assistant vice-president to 
vice-president of 
the First National 
Bank in St. Louis. 
He represents the 
bank’s correspond- 
ent department in 
Louisiana and Ar- 
kansas, and prior to 
this assisted Vice- 
President William 
C. Collins in Texas. H. L. SMITH 





e 


Harold Kountze, president of The 
Colorado National Bank of Denver, 
and last month elected a Class A Di- 
rector of the Federal Reserve Bank of 
Kansas City, is a member of one of 
the West's earliest and most prominent 
banking families. 

In 1862, four years after Denver City 
was incorporated, his uncles estab- 
lished the first bank in the Colorado 
Territory under 
the name of 
Kountze Broth- 
ers. In 1866 the 
institution was 
nationalized un- 
der its present 
name. Harold 
Kountze’s_ fath- 
er, Charles B. 
Kountze, was the 
youngest of four 

H. KOUNTZE brothers, all of 
whom were ac- 

tive in banking in New York, Omaha 
and Denver. He served as president of 
the Colorado National from 1872 until 
the time of his death in 1911. On the 
latter date, Harold Kountze became 
vice-president and chairman of the 
board, and he was named president in 


1934, 











e 


New president of the National Sav- 
ings and Loan League is Alfred G. 
Peterson, president, First Federal Sav- 
ings and Loan Association of Green- 
wich, Connecticut, who succeeds Clif- 
ford P. Allen, III, of Philadelphia. 

Mr. Peterson is immediate past presi- 
dent of the Northeastern Federal Say 
ings League and past president of th: 
Savings and Loan League of Connec 
ticut. The Greenwich association whic! 
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For more than half a century 
Banks in all parts of the nation 
have been Hanover correspondents. 

A New England Banker writes: 


“The report sent by you yesterday regarding the 
Corporation and Messrs. : and 


is very helpful. 





I want to particularly thank you for the thoroughness 
and the effective manner in which the information was 


developed and presented...” 


A Bank Is Known By The Correspondents It Keeps 


THE HANOVER BANK 


Member Federal Deposit Insurance Corporation 
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Like to 
have checks 


cleared faster? 


Air mail speeds our sendings to our own cor- 
respondents in all principal cities of the U.S. A. 
This service is the fastest available and it’s just 
one of the advantages you enjoy as a Pennsyl- 
vania Company corresvondent. For your con- 
venience our transit operations are conducted 


24 hours a day. 


You'll find our credit information complete and 
up-to-date—our files are among Philadelphia’s 
largest. If our Real Estate, Trust or Foreign 
Departments can help you in any way, you have 
but to ask. And you can feel confident that your 


security transactions will be handled efficiently. 


We'd like to put all of our facilities at your 


service. Please let us know if we may. 


The Pennsylvania Company 


for Banking and Trusts 
Founded 1812 


24 offices, Philadelphia and suburbs 


Serving more people more ways than any other Philadelphia bank 


Member Federal Reserve System Federal Deposit Insurance Corporation 








he heads has been awarded the bronze 
“Oscar of Industry” award for three 
straight years by Financial World 
magazine, for having the best annual 
report in the savings and loan industry, 
Other officers 

elected by the 
National. Savings 
and Loan League 
include: Allen H. 
Generes, presi- 
dent, Central Sav- 
ings and Loan As- 
sociation, New 
Orleans, Louisi- 
ana, who moves 
up to first vice- 
president; George A.G. PETERSON 
W. Greenwood, 

president, Topeka (Kansas) Savings 
Association, named second vice-presi- 
dent; and H. H. Harrill, vice-president 
and manager, Local Federal Savings 
and Loan Association, Oklahoma City, 
elected secretary. 
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For the ground-breaking ceremony 
for the new $2,000,000 building of the 
City National Bank of Beverly Hills 
(California), an ordinary shovel was 
not deemed sufficient. Instead, a spe- 

















Three-handled shovel used 


cially designed three-handled shovel 
was devised. Shown using the unique 
implement is Jay Kasler, center, presi- 
dent of the bank, assisted by Irving N. 
Clary, left, executive vice-president, 
and John §S. Feary, right, vice-president 
and cashier. 
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The Peoples Union Bank in Mc- 
Keesport, Pennsylvania, and the Glass 
City Bank, Jeannette, have merged 
under the name of the former institu- 
tion and the Glass City Bank will 
become the Glass City office of the 
Peoples Union Bank. 

A. L. Leonard, president of the Glass 
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Few bankers realize how much this kind of “legal embezzlement” can cost the bank, 


opal Enbogalomont: 7 


How else would you describe the quiet daily “‘theft’’ 
of time and money that old-fashioned “‘hunt and pick”’ 
card filing systems cause in a bank? 


CHECK FOR IT in your bank, tomor- 
row! Watch those drawer files, tub files 
and any other time wasting files that 
contain active records the bank uses 
constantly. 





See how much of your customers’ time 
as well as your clerks’ time and energy 
they steal. Add up the cost of this 
hopping and hunting. Figure in the re- 
sulting clerk fatigue, inefficiency, errors. 
That’s what you'll save with Revo-Files. 
Modern Revo-Files eliminate lost time, 
lost motion . . . instantly “turn up"’ needed 
records! Improve customer relations. 
Here’s a proved way to give your clerks 
jinger-tip control over thousands of 


signature cards, credit cards, mortgage 
records—any records the bank uses 
constantly. Revo-Files “round them 
up” into compact, mobile units your 
clerks use with utmost efficiency—from 
an easy sitting position. No costly 
transposition job necessary. You use 
the same records you have, now. 


If your bank has 3,000 or more active 
cards, it will pay you to check the 
reasons why other leading banks and 
businesses are turning to Revo-File: the 
increased efficiency . . . reduced costs 
. . . the savings in time and money. 
Mail coupon, today, for free illustrated 
folder. It'll open your eyes! 
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WORLD’S FINEST ROTARY CARD FILE 
Another product of 


* Mosler Safe ““” 
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REVO-FILES may be used singly, or in bat- 
teries. Variety of models available, including 


manual, automatic electric selection and 
“high boy” types. All standard card sizes 
accommodated. 


MAIL COUPON, TODAY, FOR FREE ILLUSTRATED FOLDER! 
@eeeeeeeae ee ee eee eee eee eeee ee ee eeeeee 
Revo-File Division 
The Mosler Safe Company, Dep’t BCH-6 
320 Fifth Avenue, New York 1, N. Y. 


Please send me your /ree illustrated folder giving full details on 
Revo-File, world’s finest revolving file. 
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tm ARE FULL OF PEOPLE 


In these days of pushbutton control, 
it is easy to forget that the nicest 
thing about business is that it is full 
of people. True enough, people do 
not always get along and sometimes 
they do not agree, particularly as 
they tackle their business problems. 
But if they have a warm personal 
regard for each other, disagreements 
usually can be amicably composed. 


Some smart philosopher once said, 
“If you must disagree with a man 
in business, make him like you 
personally,” and when he tossed out 
that little piece of wisdom he 
probably revealed the true secret of 
successful business ‘enterprise. The 
machines and methods which as a 
rule are credited with making 
efficient production possible are 
really nothing more than the product 
of the minds of people who, by their 


accomplishments, have demon- 
strated their ability to engage in 
tolerant debate and come up with 
something that does the job better. 


In our small organization, we are 
fortunate indeed to have a lot of 
people who like each other and, even 
though we are pretty well spread out 
geographically, it has never been 
too difficult to develop and win 
acceptance for ideas which contribute 
to better performance. We frequently 
disagree with respect to method but 
never with respect to objective, and 
our objective is simply to produce 
bank checks just a little better... .just 
a little faster. If the machines and 
methods which we use in our six 
plants are compatible, we think it is 
probably because we are full of com- 
patible people... all of which adds 
up to better service to our customers, 
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CHECK PRINTERS 
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Manufacturing Plants at: 


CLIFTON, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 
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C] Enclosed find sample of our present book. 
Please quote your price on a total order 
of 


C] Please send samples of 


Coupon payment books of 
every — for the econ- 
omy minded, service requiring 
institution. 


Manufactured to register with 
your present perforator, ad- 
dressograph, or duplicator 
equipment. Delivery four weeks. 


Our customer list includes many 
of the leading banks and insur- 
ance companies in the United 
States. 


Get our price and 
compare— 


BONDSON PRESS 


270 Lafayette Street 
New York 12, N.Y. 


books. 














—___Duplicator 
—__Perforator 
Model No................. 
——Hand punch books 
Bank 
Street 
City State 














Now Available— 


Collection and 
Letters of Credit 
Schedules for Peru 


Send for copies 


These schedules include valuable 
information on local customs and 
practices for correspondent banks, 
firms and individuals. Whenever 
you do business with Peru—collec- 
tions, letters of credit, any trans- 
action—call on this Bank. Staffed 
with experienced personnel, we 
operate 40 offices throughout Peru. 


BANCO INTERNACIONAL 
DEL PERU 


Head Office-Lima, Peru-Founded 1897 
S /.56,000,000. 


Capital and Reserves 











City Bank, is slated to become execu- 
tive vice-president of the Glass City 


branch. J. R. Duncan will be vice- 
president, P. K. Black is to be 
manager. 


The Peoples Union Bank has shown 
a remarkable growth in the past 12 
years, from total resources of $11,245,- 
748 to $57,273,817. 
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For Ellery L. Vogel, president of 
the Springfield (Massachusetts) Five 
Cents Savings Bank, woodworking has 
become a stimulating hobby and at 
the same time a source of relaxation 
after the tension and pressures of 
business. 

Since 1940 


he has specialized in 


making reproductions of early Ameri- 





Source of creative satisfaction 


can furniture, and many of the pieces 
are now in everyday use in the homes 
of his friends. His basement workshop 
is now a model of completeness. 

To Mr. Ellery, there’s a lot to be 
said for the current “do-it-yourself” 
fad, in terms of creative satisfaction 
as well as practical money savings. 
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The winning of awards and top 
honors is becoming a _ habit with 
Edward T. Dryer, manager of the for- 
eign banking department at Manu- 
facturers National Bank of Detroit. 

His latest achievement was a prize- 
winning essay entitled “The Effect of 
International Trade 
on Detroit’s Econ- 
omy,’ acclaimed 
first in a contest 
open to over 3,000 
members of the De- 
troit Chapter of the 
American Institute 
of Banking. 

In previous years 
Mr. Dryer has also 
been a winner in a national oratori- 
cal contest, speaking on the subject of 
international trade, and he served as 














E. T. DRYER 


Burroughs Clearing House 


























a member of the debating team which 
took honors in the national A.I.B. 
contest which had as its subject, 
“Reciprocal Trade Agreements of the 
United States.” 
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Henry B. Davidson, auditor of 
American Trust Company, San Fran- 
cisco, has been elected president of the 
Institute of Inter- 
nal Auditors at 
their 13th annual 
convention held in 





Dallas, Texas last 
month. 
Mr. Davidson is 


a graduate of the 
Harvard Graduate 
School of Business 
Administration; a 
certified public ac- 
countant of the 
State of California, 
and is past president of the San Fran- 
cisco chapter of the Institute of Inter- 
nal Auditors. 








H. B. DAVIDSON 
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Among promotions at the Citizens 
and Southern National Bank of South 
Carolina, John W. Huggins has been 
advanced to assistant vice-president in 
charge of instalment lending for the 
Columbia office, and Otis A. Jeffcoat, 
Jr., is now cashier in charge of the 
Park and Lady Street office. 


5 


William C. Norman, who joined the 
Bank of Crossett (Arkansas) as a 
bookkeeper in 1928, has been elected 
its president. He succeeds P. F. Wat- 
zer, now chairman of the board. 


. 


Kenneth J. Clark, formerly an assis- 
tant vice-president at the main office 
of The National Bank of Commerce, 
Seattle, Washington, has been named 
cashier following the recent death of 


Cc. O. Ousdahl. 
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In acquiring the assets of the Bank 
of Ohio, the Society for Savings in 
Cleveland also acquired some new offi- 
cers. Theodore W. Walters, president, 














May we send you 


your booklet 
TODAY? 
Write Dept. 205 





“Only the records that are 
profit a business”... 


ACME 


record equipment 
makes records more usable 


An interesting new 28-page booklet for banks 
opens with the above statement. This booklet 
points out the many advantages of Acme 
Visible Records in the banking business. It 
illustrates and describes five specific uses and 
enumerates several others. It shows how Acme 
Visible Records reduce record-keeping costs, 
improve customer relations and increase 
business for banks. 


There is an Acme Visible Record System 
for every record and every business. 





Acme Visible Records, Inc. 


Representatives in all principal cities 


— 





VISIBLE 








CROZET, VIRGINIA 











and Walter W. Free, executive vice- 
president, have become Society vice- 
presidents. Eugene H. Bailey, Herbert 
Barnes and Harold W. Chafer, all 
former Bank of Ohio officers, have 
been elected Society assistant vice- 
presidents. To manage the Society’s 
new branches, the following have been 
titled assistant treasurers: W. J. Eble, 
J. D. Waters, J. H. Kirk, J. E. Nagy, 
A. E. Lackamp and J. G. Henninger. 
Meanwhile, promotions have been 
made within the Society’s own ranks. 
From assistant vice-presidents, Robert 
E. Annable and Harry L. Hoffman 
have been raised to vice-presidents. 
Formerly treasurer, Ralph L. Williams 
is now vice-president and treasurer. 
J. Owens is assistant treasurer, W. J. 
Vandenberg assistant secretary. 


Newly-appointed vice-presidents at Cleveland institution 


T. WALTERS H. HOFFMAN 





R. ANNABLE 


R. WILLIAMS 


W. FREE 
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Precision Manufacturers of 


PASSBOOKS for— 
Commercial Accounts 
Savings Accounts 
Loan Accounts 


CHECK COVERS for— 
End Stub Checks 
Top Stub Checks 
Three-on-a-page Checks 
Open End 
Thumb Cut Envelopes 





A Complete line of— 
VINYL PLASTIC CHECK COVERS 
and COMMERCIAL PASSBOOKS 


SPECIALISTS IN PASSBOOKS AND 
FORMS FOR MACHINE POSTING 


Write for samples 
and prices today! 


WILLIAM EXLINE INC. 


1270 Ontario Street + Cleveland 13, Ohie 
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It haunts the Banker and Borrower both 


—only Mortgage Insurance gets rid of it 





The Borrower. How frightening for him to reflect that if he 
should die tomorrow, his wife might lose their home. 

The Banker. How painful for him to know that he is the one 
who must take it away—or take a heavy loss. 

Happily for both, there is a way out: MORTGAGE LIFE 
INSURANCE. 

How beautifully it works! The borrower merely adds a small 
amount to his monthly mortgage payment. Now, should he die, 
his wife will inherit a deed instead of a debt. 

And you, the banker, are spared the hardest decision you ever 
have to make. How satisfying to mark that mortgage “Paid in 
Full!” 

You can see why so many bankers have come to look upon 
Mortgage Insurance as a godsend. Indeed, many take it a step 
further: They offer Health and Accident Insurance, too, so that 
even a borrower’s disability cannot interrupt his mortgage pay- 
ments. 

For your customers’ peace of mind—as for your own—there 
is every good reason to look into these mortgage insurance plans. 
And every reason to choose your plan from FEDERAL, a leader 
in this field for almost fifty years. 



















We'll be glad to send you a complete portfolio; description of plans, 
sample forms, customer promotions, Write for Mortgage Plan Portfolio. 
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Why you 
should choose 





FEDERAL 


Mortgage 
Redemption Plans 


Proven customer appeal. Nine 
out of ten borrowers having Fed- 
eral Mortgage Insurance request 
similar protection on other loans. 


Planned by bankers them- 
selves. Federal Insurance meets 
the banker’s exact needs—as 
stated by them. Planned by men 
with a long background in the 
mortgage field. 


Custom designed for you. The 
plans Federal recommends to you 
are based on a careful study of 
your operations. 


Completely flexible. Complete 
life protection with or without ac- 
cident and health benefits. Also 
credit insurance for short-term 
loans. 


Claims paid promptly. Checks 
usually air mailed within 24 hours 
of receipt of claim. 


Simplified forms. Easy for your 
customers, easy for you. They add 
little or no detail to your present 
operations. 


All promotional tools. Rate 
charts, plaques, posters, news- 
paper ads—F ederal supplies every- 
thing you need. 

Highest rating. Best’s and 
Dunne’s—leading policy-owners’ 
reporting services—give Federal 
their unqualified recommendation, 


LIFE 
PROTECTION 


DISABILITY 
PROTECTION 


JOHN H. CARTON 


President 


HAROLD L. BUCK 
Vice President and Manager, 
Credit Insurance Division 


a2) \0 LIFE AND CASUALTY COMPANY 


Wolverine-Federal Tower « 


Battle Creek, Michigan 


Burroughs Clearing House 




















CANADIAN BANKING 








Work Hours and Benetiits 

As the result of the five-day week 
adopted by Canadian banks early in 
1952, the majority of Canadian bank 
employees now work only Monday 
through Friday each week. A late 1953 
report of the economics and research 
branch of the Canadian Department 
of Labor showed that 73 per cent of 
the 46,300 employees of the ten Cana- 
dian commercial banks then in opera- 
tion worked in nearly 4,000 branches 
which were open only five days a week. 
This was the first survey on bank 
hours and benefits made by the Cana- 
dian Department of Labor. 

The report revealed that 27 per 
cent of all bank workers were on duty 
between 35 and 38 hours each week; 
that 56 per cent worked 40 hours a 
week; and that 17 per cent worked 
between 41 and 45 hours each week. 

All bank employees, the survey 
showed, receive two weeks of paid 
holidays after a year on the staff. 
Some banks give three weeks follow- 
ing service of more than 15 years. All 
statutory holidays are paid for, and 
overtime is paid where provincial 
legislation requires this, usually on 
more than 44 hours a week. All the 
banks have pension plans, but in two 
of the banks this covers only men em- 
ployees. 

Five banks with more than half the 
total number of bank employees have 
special sickness and accident benefit 
plans. Some have group insurance 
plans. In all banks, pay continues for 
absence from work due to sickness. 
Compulsory retirement at stated ages 
applies in all but one bank. In six 


By JAMES MONTAGNES 





JOHN S. PROCTOR 


Discusses development financing 


banks compulsory retirement applies 
only to men employees that are mem- 
bers of the staffs. 
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Resources Development 


Canadian banks and _ prospectors 
have much in common, with both de- 
pending to a very large extent on in- 
telligent risk-taking and _ intelligent 
pioneering, John S. Proctor, general 
manager of the Imperial Bank of 
Canada, told the annual Prospectors 
and Developers convention at Toronto 
in mid-March. Mr. Proctor pointed 
out that Canadian banks are support- 
ing the mining industry with loans 
totalling more than $70,000,000, and 
the oil and petroleum industry with a 


further $62,000,000. Eight years ago 
the banks’ share in the mining indus- 
try was only $13,702,000. 

Almost from the first mining dis- 
coveries, the Canadian banks had 
moved with the mining pioneers, Mr. 
Proctor pointed out, naming the vari- 
ous fields in which the banks had 
entered practically on the heels of the 
first stakers. On the day he spoke, he 
announced to the prospectors that the 
Imperial Bank of Canada was opening 
a branch in a new mining camp in 
northwestern Ontario’s bushland. 

“We are moving into a new age, an 
age of jet propulsion and atomic 
energy,” Mr. Proctor stated. “The ad- 
vance depends on metals and minerals, 
nickel, cobalt, titanium, a variety of 
base metals and industrial minerals, 
uranium, and mining brains. Other 
countries which today are further ad- 
vanced than we are in industrializa- 
tion are finding their mineral sources 
diminishing instead of increasing. 
Canada’s resources will have to be 
drawn upon more and more.” 


° . + 


Far-Flung Branch System 

Out of almost 800 branches, the 
Royal Bank of Canada operates 66 
branches and four sub-branches in the 
West Indies, Central, and South 
America. This was disclosed in an 
annual review recently released by the 
bank on countries in Latin-America 
and the British West Indies. 

The Royal Bank has been in the 
foreign branch banking field since 
1899 when it opened its first branch 


Seventy of Royal Bank of Canada’s nearly 800 branches are located in Latin-American countries 


Buenos Aires, Argentina branch 


Nassau, Bahamas branch 





Havana, Cuba branch 
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at Havana, Cuba. The bank has oper- 
ated branches in South American 
countries for almost 40 years. The 
volume of business in recent years has 
been increasing steadily. In the post- 
war years the staff of these branches 
has grown from 1,700 to 2,200 men 
and women. From a financial stand- 
point, General Manager T. H. Atkin- 
son reported at the 1954 annual meet- 
ing that “the contribution made to the 
overall earnings of the bank by the 
foreign division has always been 
worthwhile.” 

While many of the branches in 
Latin-America and the West Indies 
were opened primarily to aid Canadian 
trade with those countries, practically 


all branches there today do a general 
commercial banking business. Their 
staffs are familiar with Canadian 
problems, and handle much of the 
financial end of the Canadian import 
and export business with those coun- 
tries. They also act as correspondents 
of American, British and other banks. 

Staffs of these branches for the 
most part are nationals of the coun- 
tries where the branches are located. 
Many of the senior posts are also held 
by non-Canadians. Managers of the 
branches, some of whom are Canadi- 
ans, all speak the language of the 
country. They are trained to be alert 
to trade expansion opportunities, and 
often introduce businessmen who are 








TANK 


LIOR CANADIANS 









Bank or MonrTREAL 


New York --64 Wall Street 
Chicago: Special Representative’s Office, 38 South Dearborn Street 


600 Granches 4bcr02e Canada -Resources Exceed $2 Billion 


FIRST BANK 


COAST-TO-COAST 


San Francisco - -333 California Street 











Which File 
of Papers 
Is Yours? 





Banish forever soft folders, loose filing 
and lost and mislaid papers. ACCOBIND 
—using ACCO fasteners of soft, pliable 
steel and ACCO folders and binders of 
fine genuine pressboard. 


Simply punch your papers with a stand- 
ard two hole punch, place them over the 
prongs of an ACCO fastener in an ACCO 
folder and you have filing at its finest. You 
have neatness, accessibility and, first and 
foremost, security. Remember...AN ACCO 
BOUND PAPER IS A SAFE PAPER. 
ACCOBIND folders 
ACCOPRESS binders 
PIN-PRONG binders 
(for marginal multiple punched forms) 
ACCO punches 


and other filing supplies 


ACCO 


PRODUCTS, Ine. 
Ogdensburg, New York 
In Canada: ACCO Canadian Co., Ltd., Toronto 
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A Star Attraction 
for New Accounts—the 
VALUABLE DOCUMENT WALLET 














Sure to attract new accounts, the 
Valuable Document Wallet is smartly 
styled to modern taste. A convenient 
way to file important papers. It con- 
tains 7 printed envelopes, is a sun- 
tan shade, bound with self belt. In- 
dividually boxed. Imprint up to 4 
lines. 
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For low prices write today to: 


BELLMORE LEATHER GOODS CO. 


Mfgs. New Account Openers 


144 COLUMBUS AVE. NEW YORK 23,N.Y 




















looking for further international trad- 
ing opportunities. 
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Personnel News 


At the recent annual meeting of the 
Dominion Mortgage and Investment 
Association, J. 
Pembroke, vice- 
president of the 
Royal Trust Com- 
pany, Montreal, 
was elected presi- 
dent, succeeding J. 
T. Bryden, general 
manager of the 
North American 
Life Assurance 
Company, Toronto. 
A. Ross Poyntz, 
president of the Imperial Life Assur- 





J. PEMBROKE 


| ance Company of Canada, was elected 
| first vice-president, and J. G. Hunger- 
| ford, executive vice-president of the 


National Trust Company, Ltd., To- 
ronto, second vice-president. 
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The Trust Companies Association of 
Canada at its recent annual meeting 
in Toronto elected 
G. F. Harkness, 
general supervisor 
of the Montreal 
Trust Company, 
Montreal, as presi- 
dent. He succeeds 
R. S. Anderson, ex- 
ecutive vice - presi- 
dent of the Crown 
Trust Company, 
Toronto. Other of- 
ficers elected were 
J. A. Taylor, assistant general man- 
ager of the Canada Trust Company, 
London, Ontario, as first vice-presi- 
dent; D. G. Grant, general manager of 
the Nova Scotia Trust Company, Hali- 
fax, second vice-president; and W. R. 
Scott, Toronto, secretary-treasurer. 


G. HARKNESS 


S 


W. Leo Knowlton, Canada Perma- 
nent Trust Company, Toronto, was 
elected president of 
the Trust Compa- 
nies Association of 
Ontario at the an- 
nual meeting in To- 
ronto in April. He 
succeeds J. Wilson 
Berry, president 
and general man- 
ager of the Guar- 
anty Trust Com- 
pany of Canada, 
Toronto. C. F. Har- 
rington, manager of the Toronto office 
of the Royal Trust Company, was 
elected vice-president and W. R. Scott, 
secretary-treasurer. 








W. KNOWLTON 


Burroughs Clearing House 
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THE BOOKLET COUNTER 








Profits from Fertile Soil . . . Soil 
fertility and country bank prosperity 
go hand in hand, and because they do, 
the Kentucky Bankers Association re- 
cently distributed to its member banks 
an excellent booklet on the subject. 
Numerous photos and charts are in- 


PROFITS FROM 
FERTILE SOILS 
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Farm department aid 


cluded in the booklet’s data showing 
how the use of plant food is an essen- 
tial tool in profitable crop and live- 
stock production and how fertilization 
reduces the unit cost of production. 
This brochure will fill a useful need in 
any bank-farm program. Copies are 
free but the supply is limited. 


How to Choose Your Banker 
Wisely . . . This folder is a recent 
management aid for small business 
prepared by the Small Business Ad- 
ministration. It was written by Ed- 
ward F. Reiter, vice-president, Com- 
mercial National Bank of Peoria, 
Illinois. In it Mr. Reiter gives pointers 
to the potential bank customer on such 
questions as, “Is the banker progres- 
sive,” “Can you get the kind of credit 
you need,” and “What are the manage- 
ment’s policies?” A booklet especially 
of interest to bank executives and 
loan officers. 


Bank Instalment Credit . . . An 
article reprint by Charles A. Mattox, 
assistant vice-president of a large 
Indianapolis, Indiana, bank. Mr. Mat- 
tox, who is also chairman of the 
Indiana Bankers Association’s instal- 
ment credit committee, gives his ran- 
dom thoughts on the immediate future 
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of instalment credit. “Should we,” he 
asks, “run for cover in the current 
business adjustment period, or should 
we compromise a bit and open up an 
umbrella?” He advocates the “um- 
brella policy” and goes on to give 
many timely tips on how to meet the 
changing conditions in the instalment 
credit field. 


U.S. Government Securities and 
Interest Rates . . . Of special sig- 
nificance at this time is this U.S. 
securities review and outlook pre- 
pared by the bond department of a 
New York bank. In addition to the 
study of and predictions on inter- 
est rates, the booklet contains sections 
on treasury and budget policies, Fed- 
eral debt management, the refunding 
program, commercial banking condi- 
tions, and a look at the investment 
prospects that lie ahead. 


A Family Affair ... Here is a bank 
services booklet that is representative 
of the progressive human interest 
trend in bank advertising. Beautifully 
done, the booklet introduces a family 
of five that has banked at the St. Louis 
County National Bank, Clayton, Mis- 
souri, for three generations. Through 
the activities of mom, dad, junior, 
grandfather and grandmother in the 
booklet, the reader learns of the many 
services of the bank, including those 
made possible by its new quarters. 


Printing Working Kit . . . Many 
practical ideas for more efficient prep- 
aration of printing by banks and other 
financial organizations are contained 
in this new working kit edition pre- 
pared by the Hammermill Paper Com- 
pany. The kit contains several types 
of letterhead designs, each so printed 
that the basic idea can be adapted to 
a variety of letterheads; many ex- 
amples of business forms, and a spe- 
cial “show how” piece entitled “put it 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











in writing,” illustrate 36 different 


memo forms. 


House Magazine Layout... This 
excellent “how to do it” booklet was 
prepared by a large paper company 
and is a complete guide for starting a 
new house magazine or improving one 
already being published. The booklet 
deals with publication format, design 
and layout, type and typography, and 
suggestions for further study. It 
covers the standard, tabloid and 


pocket-size types of publications and 
gives details on how to achieve balance 
in layout and how to work a layout 
plan. Thoroughly illustrated, it is a 














Ideas for bank editors 


valuable reference work for any bank 
using or planning to use a house maga- 
zine. The supply is limited. 


Building Ideas . . . The latest bro- 
chure of the well-known firm of bank 
designers and builders, (Cunneen) 
Company, shows many new interior 
and exterior applications for success- 
ful new banking quarters. The bro- 
chure also describes the co-operative 
planning that is such a vital part of 
bank design and construction. 


Emergency Bank Vault Venti- 
lator . .. Instances of accidental lock- 
ins in bank vaults continue to occur 
throughout the country. When they do 
an emergency vault ventilating system 
sometimes becomes a matter of life 
and death. This Diebold company 
folder describes the operation of the 
newest type of vault ventilators. 
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The 
Complete System 
for 
Loan Accounting 





BURROUGHS STREAMLINED CONTROL PLAN 


In the past, mechanization of commercial loan depart- 
ment accounting operations was limited to the machine- 
posting of the liability ledger. 


Now, all commercial loan department operations are 
simplified and completely mechanized under the Bur- 
roughs Streamlined Control Plan. From preparation of 
notes to the final records and reports, each step fits 
smoothly into an extremely efficient banking system. 


Moreover, installment and mortgage loan accounting, 
in addition to commercial loan operations, can be 
readily incorporated into the Burroughs Streamlined 
Control Plan, using the same equipment—the versatile 
BURROUGHS SENSIMATIC Accounting Machine. 


Check the advantages of this plan as it applies to 
large or small banks. They are detailed in the book 
“Streamlined Control for the Commercial Loan 
Department.”’ Call your nearest Burroughs branch, 
listed in the yellow pages of your phone book, or 
write Burroughs Corporation, Detroit 32, Michigan. 
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1. Mechanical endorsement, control and proof of all 
note transactions, plus a record for the borrower. 


2. Faster teller balancing with automatic daily totals 
of new loans, loan payments and interest. 
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3. Continuous flow of work to the proof department. 
4. Elimination of pen-and-ink operations. 
5. Proven totals by note class for the General Ledger. - 


6. A complete Liability Ledger—quickly and easily. 





7. Improved delinquency control. 


8. Greater protection through improvement of fl 
audit control. 
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COURT DECISIONS 








By FREDERICK C. FIECHTER.,. Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Trust Receipts Agreement 

Certain conditions under which 
trust receipt agreements and trans- 
actions are valid were examined re- 
cently in a case before a California 
District Court of Appeals. The case 
involved an automobile retailer, a 
finance company and a commercial 
bank. 

Car Leasing of America, Inc., the 
auto dealer, entered into an agreement 
with the Taylor Company whereby the 
latter would finance by “floor plan- 
ning” the sales of the automobile 
dealer under the Uniform Trust Re- 
ceipts Law. Under this arrangement 
the trust receipts of the auto dealer 
would be filed with the secretary of 
state and would secure the interests 
of the finance company. 

Meanwhile, however, a customer of 
the Car Leasing company arranged 
with a commercial bank to finance his 
car purchase under a conditional sales 
contract. The bank, upon paying the 
full purchase price to the auto dealer, 
became an assignee under the sales 
contract to secure the loan. 

Litigation followed to determine 
whether the finance company, under 
the trust receipts agreement, or the 
bank, in accordance with the condi- 
tional sales contract, held true title to 
the automobile. 

During the action it was brought 
out that an officer of the bank knew 
that the finance company was going 
to carry on some business with the 
auto company in connection with 
financing. This particular officer, how- 
ever, did not work at the branch that 
handled the conditional sales, but 
worked in another branch some dis- 
tance away. 

The court found that nothing was 
said about an actual agreement, and 
that in any case the information was 
not binding on the officer of the bank 
at another branch, and was not “ac- 
tual notice.’’ One branch was six miles 
away from the other branch. CLA had 
no financing agreement with the bank 
at any of its branches. The warranty 
of CLA declared itself to be the owner 
of the car subject only to the rights 
of the purchaser under the contract 
then about to be assigned and deliv- 
ered by CLA to the bank. The transac- 
tion with the purchaser was in good 


June, 1954 


faith and he had no actual knowledge 
of a prior encumbrance on the car ad- 
verse to the title warranted by the 
auto dealer: 

The Taylor Company contended 
that its right to the legal title of the 
car must prevail because its security 
interest was protected by a trust re- 
ceipt that existed prior to the bank’s 
acquisition of the conditional sale con- 
tract. To this, the court said that 
while it was true that a trust receipt 
transaction was valid and protected 
the interest of the Taylor Company 
in many situations, the law provided 
that where the auto dealer under the 
trust receipt transaction had liberty 
of sale and sold to a buyer in the or- 
dinary course of trade, such buyer 
took free of the Taylor Company’s se- 
curity interest in the goods so pur- 
chased and no filing would constitute 
notice of the finance company’s secur- 
ity interest to such a buyer. Such pro- 
vision, said the court in this case, em- 
phasizes the fact that a purchaser in 
due course of trade is under no duty 
to consult the records of the Secretary 
of State. 

The court said with regard to the 
actual notice of the bank that it could 


not be said that the manager of one 
branch of a bank who knew that a new 
depositor was planning to engage in 
trust receipt financing with a used 
automobile dealer ought to, in good 
faith and in the exercise of ordinary 
care and diligence, communicate that 
knowledge to the loan officers of all 
other branches of the bank. 

“It would be an unreasonable bur- 
den on trade and commerce” said the 
court, “to require a bank and each of 
its branches in a sprawling empire of 
banks to know the innumerable facts 
daily communicated to each branch by 
its numerous patrons.” " 

The court then cited a Bank of 
America case in California and a Corn 
Exchange Bank and Trust Company 
case in New York to support its posi- 
tion.: In the former case the court did 
not impute the knowledge of one clerk 
as to the purpose of a depositor’s 
check to another clerk in the same 
branch dealing with the same check 
later in the same day, and in the latter 
case written notice to five branches of 
defendant bank was held not to be 
notice to the manager of a _ sixth 
branch in the same city that certain 
bonds which he had accepted as se- 
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curity for a loan by the bank had been 
stolen. 

Security-First National Bank of 
Los Angeles v. Taylor et al. 266 P. 2d 
914 (1954). 


Bulk Mortgage Act 

The Bulk Mortgage Act applies even 
though items covered by the mortgage 
are not in bulk, but are listed and 
described in the mortgage. So ruled 
the U.S. Court of Appeals, Second 
Circuit (New York) recently, thereby 
affirming a district court. 

The district court had left undis- 
turbed the referee’s finding that a 
payment of $230.00 received by the 
bank from the sale of one of the 
mortgaged articles was void because 
failure to comply with the section 
respecting notice to creditors invali- 
dated the mortgage. The bank con- 
tended that no notice was required 
because the mortgage was not “upon 
a stock of merchandise in bulk or any 
part thereof.” 

When the mortgage was placed, the 
bank did not know that the mortgagor, 
an appliance dealer, was in financial 
difficulties. A new note from the 


dealer to the bank was secured by a 
chattel mortgage covering about half 
the dealer’s stock. Such arrangements 
had been made previously, and each 
time the old note was charged against 
the dealer’s checking account and the 
new note credited to the same account. 
The dealer had two stores and the 
thirty-four specifically described ar- 
ticles were located in both stores. The 
court said, “We therefore turn to the 
vital problem whether the mortgage 
under attack was on ‘a stock of mer- 
chandise in bulk or any part thereof.’ 
The appellant (bank) relies on defini- 
tions which declare that ‘bulk’ refers 
only to merchandise which is neither 
counted, weighed nor measured. It 
argues that its mortgage falls outside 
such definition because the mortgage 
articles were separated, counted and 
identified by the trade name of the 
article or the name of the manufac- 
turer, the model number and the serial 
number where required. If such list- 
ing could avoid the impact of the 
Bulk Mortgage Act or the Bulk Sales 
Act, it would easily be possible for a 
retail dealer to dispose of his entire 
stock of merchandise without the giv- 
ing of the notices which the statutes 
require for the protection of credi- 
tors.” Davis v. Bank, 204 F. 2d 431 
(1953). 


ARITHMETIC PROJECT 


CONTINUED FROM PAGE 35 
communications for the Wisconsin 
Telephone Company and the American 
Telephone and Telegraph Company. 
This program is now in extensive use 
in the elementary and junior high 
schools of Wisconsin. 

The sponsorship of the arithmetic 
experiment, it should be stated, was 
undertaken early this year by Bur- 
roughs Corporation, Detroit, as a co- 
operative project between education 
and business. 

It was during his exploratory work 
in arithmetic teaching that Dr. Schott 
hit upon the idea of a re-designed 
abacus, which he calls an American 
abacus, for early training. His abacus 
is adapted to the American number 
system, as he expresses it, and is a 
preliminary step to adding machine 
and modern machine operation. 

One of the biggest problems in the 
usual teaching of arithmetic, Dr. 
Schott states, is just keeping the at- 
tention of students. It has been his 
observation that a teacher is lucky if 
she can hold the undivided attention 
of the students for as much as half 
an hour on arithmetic. “But by letting 
them work with adding machines,” 


the educator reports, “they never get 
tired. They can feel and see ‘the num- 
bers and arithmetic actually becomes 
fun for them. We could keep them at 
it for hours.” 


Taking part in the program 


EDMUND FITZGERALD 


President, The Northwestern Mutual 
Life Insurance Company, Milwaukee 
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With the abacus and the adding 
machine established as teaching aids, 
Dr. Schott, early in January of this 
year, held a series of workshop meet- 
ings for the teachers who were to 
participate in the experiment. In these 
workshops, instruction in the use of 
the teaching tools and their appli- 
cation to the teaching and learning of 


the fundamental processes of arith-. 


metic was given by Dr. Schott. Regu- 
lar arithmetic texts were used for the 
teacher-group, supplemented by teach- 
er-student guide-books on the mechan- 
ics of the new abacus and the adding 
machine. 

In this part of the program, Dr. 
Schott found that he could teach his 
trainees as much in a short two weeks 
with the new method as they once 
learned in half a semester of refresher 
work. 


LSO in advance of the start of the 

February term, Dr. Schott worked 
out the schedule of visits to the Mar- 
shall and Ilsley Bank and the North- 
western Life Insurance Company. Ar- 
rangements for these were made with 
President A. S. Puelicher at the bank 
and with William W. Cary, secretary 
of the board of trustees, at the insur- 
ance company. At both, it was agreed 
that the visits would follow the work- 
shop idea, presenting demonstrations 
of bookkeeping, calculating, change- 
making and other types of business 
machines. © 

The first of the visits were planned 
for teachers, principals and supervi- 
sors so that they would be able to dis- 
cuss the visits with students and so 
that they themselves would see the tie- 
up between mathematics instruction 
and its later application to business. 
These visits took place during the 
month of March. The visits for stu- 
dents followed in April and May and 
were for those in grades from four 
through nine and were planned to 
come after students had been working 
with machines for a period of two 
months. Altogether, some 22 groups 
and some 900 individuals visited the 
two institutions. 

At the bank, President A. S. Pueli- 
cher, a former president of the Ameri- 
can Institute of Banking and a man 
who is fully aware of the advantages 
of education and training, was in 
hearty agreement with the idea of 
bank participation in the program, and 
has made it a point to talk to the vis- 
iting groups himself before they de- 
part. 

The direct handling of the bank’s 
program for the students has been 
supervised by Vice-President J. A. 
Puelicher. He has welcomed each of 
the twenty some groups, has arranged 
a tour of the bank, and has concen- 
trated on demonstrations of the equip- 
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ment that the students see in actual 
use. The visit to the bank, and the 
entire program, in his opinion, bring 
students into the business atmosphere 
long before they would ordinarily re- 
ceive this introduction and give them 
a look at what is facing them in life. 


T the insurance company, Mr. Cary 

has also worked out an interesting 
and especially appropriate program for 
the visiting students. They have been 
received in one of his company’s con- 
ference rooms that has been set up 
especially for the groups, which usu- 
ally number around 25. First, the stu- 
dents, as a body, are told of the pur- 
pose of their visit and welcomed. Then, 
they are split into groups of five for 
demonstrations at different stations of 
five of the types of machines used by 
the insurance company. Each of the 
smaller groups visits each demonstra- 
tion station. This is followed by a tour 
by the entire group where they have 
an opportunity to see the machines in 
actual use. 

Mr. Cary reports that the North- 
western Mutual is enthusiastic about 
its cooperation in the project and that 
it has noted particularly the interest 
and attention of the visiting groups. 
Mr. Cary also states that the com- 


pany’s President Edmund Fitzgerald 
has taken a keen interest in the pro- 
gram and that Mr. Fitzgerald himself 
addressed the teachers who take part 
in it. 

The burning question still to be an- 
swered by the experiment is the com- 
parative rates of progress of students 
under the old and new methods of in- 
struction. There are already many 


‘opinions but definite information will 


depend upon evaluations being made 
under the guidance and counsel of 
Marquette University’s Guidance Cen- 
ter and the California Testing Bureau 
at Stanford University. 

Various types of procedures will be 
used, including achievement and diag- 
nostic tests, taken at the beginning 
and at the close of the experimental 
period, to determine the improvement 
in arithmetic learnings of the classes 
as a whole and of the individuals with- 
in the classes. The preliminary re- 
ports will be issued early in August. 

President Puelicher is among those 
who have already formed their own 
opinions. “Certainly,” he says, “stu- 
dents will be able to learn and to do 
their work much faster with mechan- 
ical aids. Certainly they will be much 
better equipped when they leave the 
classroom to enter the business world.” 


FARM EQUIPMENT LOANS 


CONTINUED FROM PAGE 38 
cent entirely adequate to protect our 
interests. 

We have been handling these loans 
at 6 per cent simple interest, and have 
not required the borrower to take out 
any kind of insurance on the equip- 
ment or his life. The only charge-back 
to a dealer reserve during the past 
year was on a tractor destroyed in a 
road collision in which the farmer’s 
two sons were killed. That incident 
helped to convince us that insurance is 
desirable. This spring we are start- 
ing a package deal which costs the 
borrower 70¢ per month per hundred 
on the outstanding amount instead of 
50¢, our present charge. Out of the 
20¢, we will insure the borrower’s life 
and obtain comprehensive hazard 
coverage on the equipment. On out- 
standing contracts we simply are put- 
ting on the hazard insurance and ab- 
sorbing the premium. The insurance 
on new contracts will use up 16¢ of 
the 20¢ increase. The remaining 4¢ 
we are putting into the bank’s sepa- 
rate reserve against losses. 

Care in investigating the maker is 
an excellent safeguard against future 


difficulties on the note. We get a re- 
tail credit report on the maker where 
this is available. But it is not always 
easy to get information on a farmer 
in a remote rural area. For such 
makers we rely heavily on the local 
banks, and we get a great deal of help 
from them. Another method is to 
require the dealer to obtain several 
credit references on the maker from 
local business men and merchants who 
have done business with the _ indi- 
vidual. Many farmers withhold finan- 
cial statements, but we get essentially 
the same facts from the transmittal 
letter form we require a dealer to for- 
ward along with each note and mort- 
gage. 


ITH these essentials looked after, 

the real focus of importance in 
handling farm machinery loans is, in 
our experience, having a good collec- 
tion policy and system. The system 
must keep us in close touch with de 
linquencies, and the policy must be 
firm without being unreasonable. A 
saying in the industry is, “The deale: 
who has a bunch of slow accounts anc 
don’t talk turkey now may be eatin; 
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crow later on.” The same applies to 
the banker. We make it clear to the 
borrower at the outset that we expect 
his note to be paid in accordance with 
its terms. We remind him promptly 
the moment he becomes overdue and 
we have a consistent follow up. We 
keep on reminding him of the terms 
of his agreement. Not to do so, we 
feel, is to encourage him to further 
delinquency. 

The teller makes out a “Past Due 
Record” on every note unpaid on the 
due date, except that monthly pay- 
ment loans are handled directly from 
the ledger cards. We use exactly the 
same method on farm machinery notes 
as on personal loans and other types 
of business. The tellers send out the 
first notice on the due date, the second 
notice in a week, the third in two 
weeks, the “final” in three weeks. 
During this interval the bank’s loan- 
ing officers review the delinquent list 
but we do relatively little about these 
items. At the end of this time the 
president of the bank takes charge of 
the annual and semi-annual payment 
delinquencies and I go to work on the 
monthly-payment delinquencies. We 
have no set routine, but do whatever 
we hope may prove effective. We split 
the task between us because this 
makes it less burdensome. 


O matter how carefully the ac- 

counts are selected and followed, 
there are bound to be some delinquen- 
cies on any kinds of farm credits. Asa 
cigarette advertiser used to tell us 
over the air, “Nature in the raw is 
seldom mild.” There will be years with 
too many bugs or too little rain. There 
will be sickness and accidents and 
death. For various causes, there will 
be some who cannot live up to their 
agreements. 

The bank’s task is to walk the tight 
wire which is the line between expos- 
ing us to undue risk and being un- 
reasonably tough on the customer, who 
if treated too harshly will not be our 
customer any longer. Our basic rule 
is that the customer must pay enough 
to maintain an equity in his equip- 
ment. Even the best and most honest 
men pay better when they have some- 
thing of their own to protect. We 
proved this the hard way in our bank 

’ taking some G.I. machinery loans 
with 10 per cent down payment. The 
boys did not have enough of their 
own money in the equipment to care 
whether they paid or not. When ex- 
perience taught us this, we raised the 
down payment on G.I.’s to 20 per cent 
and the loans have been very satis- 
factory. 

It is almost universally agreed that 
a tractor depreciates in resale value 
about 30 per cent the first year and 10 
per cent a year thereafter. If we lend 


June, 1954 








STRAYER 


EASY SNAP FILE BOX 
“Style C” - 


Corrugated Paper—Hinged Lid 
150 Stock Sizes 





Mail orders to 


STRAYER COIN BAG CO., Inc. 


New Brighton, Pa. 


BANK SUPPLIES 
COIN BAGS 


BOXES—TRAYS 
WRAPPERS 
Check Sorters . 


STEEL FILES 











TRANSFER 
FILES 


Any Size You Specify 


STEEL NYLON ROLLER 
STORAGE FILES 


INTERLOCK IN STACK—Vertical and 
Parallel Horizontal—AUTOMATICALLY 


- QUIET—EFFICIENT 
Low in cost 











on a deal that has 40 per cent down 
payment with two annual payments, 
and collect the first payment, we are 
home free. In genuine hardship cases, 
where the man is good and we are con- 
vinced he is doing the best he can, 
we will carry the paper on payment 
of one-half the amount due. Then, 
when the next payment matures, we 
have a loan of 45 per cent of the origi- 
nal cost against collateral worth about 
60 per cent of the original cost. That 
is close, and only men with good 
records can safely be carried on this 
small a payment. On used equipment 
loans and as a general guide to values 
after the equipment has been used for 
a while, we refer to the farm equip- 
ment handbook. 

We work with our past due bor- 
rower. We explore all possible ways 
of obtaining a satisfactory payment. 
But we try never to let the borrower 
get the jump on us. If no solution 
is found, we wind it up as quickly as 
possible. Farm equipment sales are 
highly seasonal. Delay in getting rid 
of a piece of equipment, such as a 
tractor, may mean carrying it until 
next season. We insist that our deal- 
ers wind up any such transaction by 
March, which fits the season in our 
area. 

Of the 76 loans that were past due 
with nothing paid on them at last 
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year’s end, as this article is written 
in mid-February, 52 have been repos- 
sessed, 3 or 4 are still undecided, and 
the other 20 gave us a partial payment 
at least large enough to protect the 
equity. This year’s record, because of 
the drought, was unusually unhappy. 
Repossessions this year ran almost 2.5 
per cent of the total number of loans, 
where in the past these ran about 1 
per cent. 


ARM equipment can be of material 

value in raising the agricultural in- 
come of any community where it is 
properly employed. This is one reason 
why we marvel that so many country 
bankers dismiss equipment loaning 
with little or no consideration—for no 
good reason we never have been able 
to discover except that their fathers 
did not set the precedent. If a bank 
can improve the prosperity of the 
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farmers in its area, it should prosper 
in practically direct proportion to the 
importance of agriculture to its trad- 
ing community. 

We prefer to do business with deal- 
ers who take thought to the value the 
farmer will derive from the machine, 
as well as thinking of the sales com- 
mission. One dealer in our area, who 
gives us the largest volume of busi- 
ness derived from any single source, 
tells us that the first question he asks 
the customer after selling him a trac- 
tor or other labor-saving machine is, 
“What additional enterprise are you 
planning for the time you will save 
by using this machine?” He adver- 
tises in full-page space in his local 
newspaper telling with actual names, 
photographs, and figures, just how 
much additional income some particu- 
lar farmer got by adding on some 
broilers, hens, hogs, or cattle which 
he tends in the time saved with his 


} new tractor. He estimates that in our 


district by replacing mules with a 
tractor a farmer can add 5,000 broilers 
and boost his income $2,000, or add 
1,000 hens on floor for $2,000 income, 
or 500 hens in cages for $1,500 in- 
come, or 5 sows and offspring for $700 
income. Farmers in his area have 
added millions of dollars to total in- 
come by this very program. Broiler 
sales in the area where he is the domi- 
nant dealer last year exceeded $13,- 
000,000, where a few years ago they 
were practically nil. Farm equipment 
loans properly made to the right farm- 
ers can go a long way toward the 
agricultural economists’ goal of mak- 
ing the land and the man work more 
months a year. 


Y far the largest block of loans we 
have made have been for tractors, 
since our area has in recent years 
been in process of shifting from mules 
to gasoline. Corn pickers have been 
coming into wider use, and have been 
probably the second largest unit. 
There have been a few cotton pickers, 
hay balers, a couple of irrigation sys- 
tems, considerable equipment to per- 
mit chicken raising, cattle raising, and 
hog raising. This has led to greater 
diversification of crops and more even 
distribution of income throughout the 
year on a great many farms.in our 
corner of Alabama. 

We consider that there are two ma- 
jor reasons why a bank in an agricul- 
tural community should handle farm 
machinery financing: 1. To earn a 
profit for the bank; 2. To increase 
farm production and thus increase the 
income of the farmers, the community, 
and the bank. Of the two, the second 
is of greater long-run importance. 

Unfortunately, the rural area im- 
mediately adjoining our city is not too 
richly endowed for farming. Our city 


today is predominantly industrial, and 
it also serves as the trading center 
for an area stretching off 25 or 30 
miles in radius which includes some 
excellent farm land. The bulk of our 
farm equipment loans have come from 
the further reaches of this district, 
most of it from other counties and all 
of it much closer to other banks than 
to us. 


UST within the past few months 
ey) we have employed an_ experi- 
enced farm advisor to represent this 
bank in work to bring up the farm 
income of the rural district imme- 
diately around Gadsden. It is too early 
yet to expect any results, but of course 
we know these will come because they 
always come when a bank does a com- 
petent job of this sort for its farm 
neighbors. We are confident that pro- 
viding practical farm leadership in 
our county will get the expectable re- 
sults. Also, we believe that our farm 
man can occasionally help us to work 
out satisfactory solutions with makers 
of notes which otherwise might end up 
with losses to the farmer if not to us. 

As has been explained earlier in 
this article, we recognize that ideally 
we could have a broader distribution 
of loans by type and industry, al- 
though we believe that no other reason 
exists for dissatisfaction with our 
present ratio of farm machinery loans 
to other loans or to total deposits. At 
the same time we recognize that we 
have just about all the equipment loans 
that we want on our present volume 
of deposits, and so we have no plans 
for expanding this operation. We will 
continue to handle all of tue desirable- 
looking paper that our present dealers 
bring us. We shall not spread out any 
farther from our city, and we have no 
intention of adding other dealers un- 
less under exceptional circumstances. 

Because our experience with, this 
class of business has been so good, we 
wish we might convert other bankers 
to go into it equipped with adequate 
information and full knowledge of 
what to watch out for. We can see a 
real opportunity in it for small banks 
where crop loans absorb all the loan- 
able funds that the bank can put 
safely into agriculture. Such banks 
should have no problem whatever in 
making participation agreements with 
one or more correspondent banks, 
which is a method that enables the 
local bank to keep its finger on busi- 
ness that belongs to it and to share 
in the profits therefrom without un- 
duly increasing its agricultural loans. 
We have discussed it with city banks 
in our own and neighboring states 
and know-we could place in such par- 
ticipation arrangements many time 
the volume of equipment loans that w 
now handle without outside assistance 
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